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Perfect 


Ventilation 


N order to get correct ventilation, a ven- 
tilator should be scientifically constructed 
to work with the air currents. 


The Standard does this perfectly. Its ven- 
tilating design is extraordinarily efficient 
and it is rotable, the slightest breeze swing- 
ing it into correct position to give maximum 
ventilating results. 


It ventilates perfectly in all kinds of weather 
and its construction is sound and durable 
to withstand years of severe service. 


We will be glad to send you our booklet, 
which gives some interesting facts regarding 


Perfect Ventilation, and describes the 
Standard Ventilator in detail. 


All Jobbers sell Standard Ventilators and 
Standard Chimney Caps. 


Write to your jobber or to us 
today for prices and catalog 


Standard Ventilator Co. 


Lewisburg, Pa. 


Manufacturers of 


STANDARD 


Ventilator 
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DEALERS WRITE TODAY 
FOR ATTRACTIVE 
PRICES OF THIS NEW 
“‘WIECHERT”’ FURNACE 


i satisfy a desire of long standing for IDEAL HEATING, we are 
offering to the trade what is undoubtedly the most efficient, the 
most economical and substantial SMOKELESS soft coal furnace on the 
market to-day. The ‘‘WIECHERT” Furnace can be had in 18, 20, 22, 
24 and 26 inch fire pot sizes. 
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SOLICITING INQUIRIES 
EADERS of AMERICAN ARTISAN AND HARDWARE RECORD are con- 


stantly writing to us asking for information on thousands of puzzling problems 
confronting them in their daily work. Many of these inquiries are published in our 
reading columns. Many more are not because of a lack of space. However, they 
are all answered by letter when not published and with the greatest despatch. 

In addition to the many inquiries received by mail in our office every day, few 
subscribers come to Chicago without giving us a call by telephone from their hotel 
or paying a visit to the office in person. 

We especially invite personal visits, as in this way we get into closer personal’ 
touch with our subscribers and their problems and are thus better able to help them 


When writing remember that the more you give us of the details of your prob- 
lem the easier it is for us to help you. 

This Service Department is maintained for the especial use of the subscribers, 
and no charge whatsover is made for it. 
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THE SUPER-SMOKELESS FURNACE 
Why Dealers Leave Home! 


Op rept pe it is because they 
have sold and installed furnaces 
which do not give satisfaction. The 
Owners tell all their friends of their 
failure and the Dealer finds himself 
unable to sell any more furnaces in 
that neighborhood. 


SUPER-SMOKELESS Dealers never have 
that experience because their furnaces 
give lasting satisfaction. They represent 
the latest and most perfect engineering 
development, and have such special fea- 
tures as the One-Piece Radiator, Direct- 
Connected Cleanout, Correctly Propor- 
tioned Feed Section, Large Frameless Feed 
Door, Deep Cup-Joints Throughout, All 
Cast Iron Construction, Large Convenient 
Air Moistener, Four-Bar Clinker-Smash- 
ing Grates, Deep Roomy Ashpit with 
Frameless Door, and Patented ‘SlipOn” 
Casing Connections. 





In addition to their permanence, SUPER- 
SMOKELESS Furnaces will burn even the 
cheaper grades of soft coal without smoke 
and with great efficiency and fuel economy. 
They are cleaner, require less coal, and 
generate more heat than other furnaces 
of equal size firepot. Consequently own- 
ers are more than pleased with them. 


SUPER-SMOKELESS Furnaces are 
quickly and easily erected. They are dis- 
tributed through exclusive dealers and 
offer a wonderful business-building proposi- 
tion. It will pay YOU to become a 
SUPER-SMOKELESS Dealer. Send for 
complete data and special dealer proposition. SUPER-SMOKELESS Pipe Furnace 


UTICA HEATER COMPANY, UTICA, N. Y. 
218-220 West Kinzie Street, Chicago, Ill. 


THE SUPER-SMOKELESS FURNACE 
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merchant, some years ago coined the ex- 
pression, “Get acquainted with your 
neighbor—you might like him.” 


: pie WITTEN, the Missouri hardware 


We have paraphrased it to read, “Get ac- 
quainted with your competitor—you might 
like him.” 

One of the reasons why so many business 
men’s organizations die a-borning is that the 
average prospective member is disinclined to 
meet and learn to know his competitor. He 
is afraid that the competitor may derive some 
advantage from the meeting that will over- 
balance the benefits he, himself, might reap 
from such a getting-together. 

The writer has attended many a session 
of organizations where prospectives for mem- 
bership were discussed, and remarks like these 
have been passed, “No, we don’t want that 
fellow in, he is a price cutter.” “Keep away 
from him, he is a bad egg.” “Don’t take him 
in, he doesn’t amount to anything, anyway.” 
“IT wouldn’t care to have him become a mem- 
ber, he is always looking for a chance to get 
the best of you,” ete. 


As a matter of fact, what purpose should an 
organization of business men serve if it should 
not endeavor to bring about better conditions 
in the field in which these men are engaged? 
And how can conditions be materially im- 
proved unless those about whom these objec- 
tions—and many others—are made, are 
brought into the organization? 





Did you ever hear of any great success be- 

ing made by an evangelist who failed to in- 
terest people enough to induce them to attend 
his meetings? 
"Or did you ever hear of any fellow making 
a success of a courtship without calling upon 
and getting acquainted with the lady of his 
choice ? 


Editorial 
of the 


QW: 









eek 


Did you, as a matter of fact, ever really 
learn to know a man without first getting 
acquainted with him? 


You may think that any one or all of these 
things are possible— 

But you are dead wrong if you do! 

And remember this— 

You cannot cure a price cutter of his habit 
until vou prove to him that he is losing money 
by his tactics—and you cannot do that with- 
out getting acquainted with him and then in- 
ducing him to attend your meetings, with the 
same rights and duties as you are subject to. 





And you cannot watch a man as well as 
when you are right next to him. such as in 
a meeting or as members of the same organi- 
zation. 

And you cannot afford to keep “the little 
fellow” out, because he may, by his ignorance 
of costs and other important points, rob vou 
of legitimate profits. He has a very definite 
influence upon your business. 

If a man starts in business in the same line 
as yours, make a courtesy call on him. Show 
him that you are broad enough to recognize 
his right to do so, even if you may possibly 
question his judgment. Extend an offer of 
help in the matter of tools or material. Be 
friendly. If he indicates a tendency to cut 
your prices, show him in a courteous and 
friendly way where his figures are wrong if 
you feel they are. In most instances he will 
respond to your attitude in the same way, and 
both of you will find that there is plenty of 
business, because he is almost certain to un- 
earth some where vou never thought of 
looking. 

Get acquainted with your competitor—you 
may like him! 

At least, there is fairly even chance that you 
wil! and that your relations will be pleasant. 
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Random Notes and Sketches. 


By Sidney Arnold 














Jack Sauer was making a social 
call the other day on E. D. South- 
wick, who sells furnaces by the car- 
load in Granite City, Illinois (Jack 
was not trying to sell Ed any fur- 
naces because all he does when he 
drops in at Granite City is to ask 
Ed how many he has sold since the 
last visit and then fills that number 
in on his order blank), and Ed was 
entertaining some of his friends in 
the office of his shop with sleight- 
of-hand tricks, it being about 8:30 
p. m. 

Jack was almost willing to admit 
that if he could cut a lemon in two 
and extract a perfectly good five 
dollar bill from it he would quit 
selling Weir steel furnaces, but Ed 
would not explain how the trick was 
done, so I am afraid that Roy Walk- 
er will have to keep on sending Jack 
expense money every week for 
awhile. 

* OK 3k 

The Laffin family has sworn off 
going out on Saturday nights. 

On Saturday evening, September 
27th, Bill’s father was crossing 
Michigan Avenue at the Lexington 
Hotel, where he lives, when he was 
struck by an automobile. The driver 
stopped, picked him up and asked 
him where he wanted to go. Mr. 
Laffin told him that he lived in the 
hotel, so the driver helped him into 
the lobby and hurried away without 
giving his name, but our friend had 
made a note of the license number 
on the car, so probably the driver 
will still have to answer. 

Seven miles north, Bill, his wife, 
father and mother-in-law had been 
to a theater. After depositing Bill 
and Mrs. Bill at their apartment, the 
parents were just starting home 
when two hold-up men suddenly 
jumped into the car, pressing re- 
volvers against them and forced 

them to drive for quite a distance 
and finally ordering them into an 
alley where they were relieved of 
money and some jewelry. 


In the memoirs of Saunders Nor- 
vell, who, at one time, was one of 
the really big men in the wholesale 
hardware business, I have just come 
across an interesting story about 
Frank Baackes, vice-president and 
general sales manager of the Ameri- 
can Steel and Wire Company. 

It seems that the buyer for Mr. 
Norvell’s house had placed a large 
order for nails and wire at a very 
low price and made a lot of sales on 
the basis of this low price, also that 
the mill had fallen down on delivery. 

The upshot of it was that Mr. 
Norvell came to Chicago to try if 
he could buy nails and wire from 
the American Stee! and Wire Com- 
pany so as to fill the orders from 
their customers. 

This is how he tells the story : 

“T had all of our orders gotten to- 
gether and I carried copies of them 
to Chicago with me. I had never 
had the pleasure of meeting Frank 
Baackes. I sent in my card and was 
finally admitted to his office. He 
shook hands with me cordially and 
remarked that he had been waiting 
for me to call. He took out a box 
of cigars and pressed one of his 
long, thin cigars upon me. Now, on 
the Pullman car the night before I 
had rehearsed a very pretty speech 
to make to Mr. Baackes. It was a 
pippin, but I never made that speech. 

“Before I could say anything Mr. 
Baackes remarked: ‘Well, you fel- 
lows down there have just been rais- 
ing h— with the wire and nail mar- 
ket. I suppose you haven’t any goods 
and now you have come up here to 
ask us to fill the orders? In my 
best Missouri dialect I ‘lowed he 
was exactly correct. ‘Well,’ said 
Frank, ‘let’s see your tonnage.’ 

“T opened my little brown pack- 
age and handed him our orders. He 
glanced over them and whistled. 
‘You certainly have been selling 
nails and wire,’ he remarked, ‘and we 
shouldn’t do a thing to help you. It 
is not a square deal to our other cus- 
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tomers, but I am just going to take 
these orders, fill them for you ang 
give you just a little profit on the 
business. I am doing this simply 
to show you that we are a big, 
broad-gauged, liberal-minded inst. 
tution. Now, in future, while we 
do not ask for all of your business 


and never ask for all of anybody's 


business, still I want you to remem. 
ber what we are doing for you in 
this deal. We are returning good for 
evil. We are letting you out of this 
hole you have gotten into and are 
giving you a profit on the business, 
What I wonder,’ he remarked, as he 
puffed his cigar, ‘is whether you will 
appreciate what we are doing for 
you and if you will remember it in 
the years to come?” 


Mr. Norvell goes on to say that 
from that time on Frank Baackes 
had the preference on their nail and 
wire business. 

ok 2K K 


Ray Taylor, the Cleveland man- 
ager of the “Sunbeam” folks, was 
calling on one of his customers 
when a bull dog entered the office 
of this installer. 

Evidently the dog was not par- 
ticularly attracted by Ray’s appear- 
ance for he assumed one of these 
well known expressions that usually 
presage a snap at the trouser leg; 
Ray was duly impressed, and re- 
marked to his customer : 

“That’s a mean 
Don’t like his looks.” 


Customer: “Oh, he’s harmless. 
We raised him on milk.” 

Ray: “Huh, so was I, but I eat 
meat now.” 


looking dog. 


ee = 
Keep Your Grit. 


Hang on! Cling on! No matter what 
they say, 

Rush on! Sing on! Things will come 
your way. 

Sitting down and whining never helps 
a bit— 

The best way to get there is by keep- 
ing up your grit. 


Don’t give up hoping when the ship 
goes down; ; 

Grab a spar or something—just re- 
fuse to drown. 

Don’t think you are dying just because 
you're hit, 
on to‘your grit. 

But smile in face o’ danger and hang 

—Chan-Farco Beacon. 
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Mr. Jay Has Some Pertinent Remarks to Make 
on the Subject of Furnace Salesmanship. 


He Has an Idea That Many Installers Do Not Ask as 
High Price as They Can Get and as They Ought to Get. 


R. JAY is still talking about his 

experiences while on a vaca- 
tion trip on which he visited with a 
good many furnace installers in the 
central western states, and this 
time he has taken for his subject the 
matter of selling. 

Here are some of his observa- 
tions : 

It is not so much the competition 
of the man who cannot sell anything 
on any other basis than price that is 
hurting the average furnace in- 
staller, as the fact that the latter is 
not alert enough to observe the op- 
portunities that present themselves 
to him for selling a higher grade job 
and thereby making a larger profit. 


And I can see the reason for that : 

In most cases the furnace in- 
staller came up from the bench. He 
saved a little money and _ finally 
started into business for himself— 
in a good many cases with consid- 
erably more “assistance”’ on the part 
of salesmen, who had become ac- 
quainted with him in the shop of his 
former employer, than was really 
good for him. 

He knew little or nothing about 
the items that enter into what we 
call overhead, so he naturally got his 
cost figures and sale price too close 
together to make a fair profit. 

And figuring on a job gets to be 
a matter of habit of procedure: 
You get into the habit of thinking 
that you can put up a furnace in a 
few hours with a helper, because 
you had done it sometimes while 
you were a journeyman, but you 
forgot that it only happened when 
everything went off without a hitch, 
and that usually the installation took 
two or three hours longer—even 
with you on the job. 

And you lose ten or fifteen dol- 
lars’ profit that you might just as 
well have had. 

But that is not the most important 
trouble that faces the average in- 
Staller : 


Somehow he seems to have got- 
ten into the habit of figuring out 
his jobs so that they will barely fill 
the requirements, and that only un- 
der favorable circumstances. 

By that I mean that he will rec- 
ommend a type and size of furnace 
which is so close to being below re- 
quirements that the job really could 
not be classed as satisfactory, and 
that other parts of the installation 
will be “skinned”—all with the idea 
that his estimate will be the lowest. 


I had a number of examples of 
this tendency while on my vacation 
trip and here is one of them: 

In a town in southwestern Illi- 
nois, I had called on one of our cus- 
tomers and as a result of our talk in 
the forenoon had arranged to visit 
some of his “live” prospects. 

Among them there was a railroad 
engineer to whom he had furnished 
an estimate and layout of his pro- 
posed installation. The plan called 
for a 24-inch, furnace horseshoe ra- 
diator top, and five runs of pipe with 
two cold air returns. His estimate 
for the job was $248, and he told 
me that he was afraid that his price 
was too high, as he had not heard 
from the engineer, although the esti- 
mate had been mailed ten days ago. 


It so happened that when I rang 
the bell on the door of the engineer’s 
house, he was alone and had to get 
out of bed to answer the bell, having 
returned only a few hours before 
from a night run. 

Naturally, he was not in particu- 
larly good humor when he opened 
the door and asked what I wanted, 
and when I informed him that I was 
there for the purpose of talking fur- 
nace installation, he appeared to 
have a good notion of shutting the 
door in my face, but his innate cour- 
tesy got the better of his first im- 
pulse and he invited me in, remark- 
ing, however, that I must excuse his 
appearance as he had been sleeping 
after a hard night’s ride. I offered 
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to leave and call later, but he insisted 
that so long as I was there the thing 
might better be settled. 

“T am not quite satisfied,” said 
he, “with any of the bids and, plans 
that have been submitted. This 
house is hard to heat, as you will 
easily see from the layout, and I 
cannot see how any of these fel- 
lows will be able to heat that big 
front room without robbing the oth- 
er rooms, but maybe you can put me 
wise.” 

So we went over the house. I 
had my steel tape measure and we 
figured it all out. It took me over 
an hour to get everything down, but 
the engineer did not seem to get 
tired or sleepy. He was very much 
interested and wanted to know what 
I meant with “exposed wall sur- 
face” and some of the other terms 
that are used in the Code. 


I explained it all to him, and when 
my rough floor sketch was com- 
pleted it showed several changes 
from that of my agent. Instead of 
one register in the large room I had 
two—both on inside walls, and there 
was a big cold air face instead of 
the smaller one provided by my 
agent. 

Three of the upstairs rooms had 
separate warm air pipes instead of 
being hooked up with those leading 
to the rooms on the first floor. 

My furnace was a 26-inch size 
and, in addition, I had provided an 
automatic draft control device. 


The figures on my proposed in- 
stallation ran up to $469, and my 
agent almost dropped dead when I 
showed him the contract for the job, 
all ready for his signature and ac- 
ceptance. 

And my entire sales talk was 
based on the fact that from a health 
standpoint a warm air heating plant 
stood absolutely in a class by itself, 
because no other system of heating 
could provide a frequent change of 
air without an expensive fan in- 
stallation with special piping, etc., 
while a properly installed warm air 
furnace not only would heat his 
home satisfactorily, but would also 
furnish all the fresh air he might 
need and desire. 
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All I really had to do, after | 
found out that he was a “fresh air 
fiend,” was to provide for a suffi- 
ciently large furnace and intakes, 
registers, pipes, etc., and the rest 
was easy. He did not even men- 
tion figures presented by anybody 
else, although he did say that my 
agent would probably be surprised 
when he saw the price he had agreed 
to pay for the job. 

Another instance of a similar kind 
happened a couple of days later. I 
had gone to call on a prospect, an 
elderly woman, who had plenty of 
money, but was supposed to be a 
little “close.” My agent’s estimate 
was $355, but he was somewhat 
doubtful even about taking the job, 
because there were two rooms that 
required unusually long runs of 
basement pipes, and he was not cer- 
tain in his mind as to whether he 
could make them work. 

The old lady was talkative and I 
had to listen to a long story about 
the trouble she had in heating her 
home. She did not like steam or hot 
water because she was afraid that 
the boiler might blow off, but she 
did so want to have her home com- 
fortable, as she did a lot of enter- 
taining. 

We looked over the place and 
measured it up, after which I drew 
up a pencil layout, providing for a 
fan to be placed in the main cold 
air shoe; an electrically controlled 
thermostate was also figured in and 
the whole job was estimated at $585, 
the furnace size and general scheme 
of piping and registers being the 
same as that arranged by my agent. 

Whether these two agents of mine 
will keep their backbone from bend- 
ing, I cannot say, but they certainly 
promised me that from now on they 
will figure their jobs as they ought 
to be figured and then sell that sort 
of a job at a fair price. 

As a matter of fact, you know, 
there is no. good reason why two 


furnace estimates should be com-’ 


pared as to price. What they really 
ought to be compared on is the class 
of work, and that is what so many 
installers forget. They are forever 
trying. to sell “low price” instead of 
“good heating jobs.” 


Say that you want to have a fine 
suit of clothes made. Do you go to 
the fellow who runs one of these 
“made-to-order” agencies and who 
may be here today and gone tomor- 
row, or do you go to the tailor who 
has the reputation for making 
clothes that fit, look right and wear 
well? And if you do, do you com- 
pare his price with that of the agent 
who couldn’t take your measure on 
a bet? 

The same applies to the warm air 
heating plant. What your customer 
wants is heat—enough of it and at a 
reasonable cost. 


The minute you start in selling 
him on price you put yourself out of 
the class of heating engineers and 
enter the class of day laborers, be- 
cause thereby you admit to him that 
your knowledge, experience and rep- 
utation stand for nothing. 

A good heating job is worth a 
price that will yield you a fair profit, 
but you cannot sell a good heating 
job by talking price. They do not 
mix. 

I know, of course, that most peo- 
ple will ask right early in the inter- 
view what the job will amount to, 
but that question is so easy to an- 
swer properly that I am at a loss to 
see why so many installers fall down 
on that point. 

How can any sensible man tell 
what a job is going to cost before he 
has looked the place over and fig- 
ured out what sort of an installation 
it needs? 

Here is your answer to that ques- 
tion in a nut shell: 

“As soon as I have measured the 
house and made sure what it needs 
I will be glad to give you an esti- 
mate.” 

That answer will dispose of the 
question for the time being, and it is 
the job of the installer-salesman to 
have the prospect so well sold on 
what he is going to install that when 
it has all been included in his esti- 
mate, the sale has been completed at 
the same time, for when a man real- 
izes that he must have a certain ap- 
pliance to make his furnace work 
right the question is not whether it 
costs ten or fifteen dollars, but what 
it will mean if left off. 
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There are few furnace installa. 
tions on which a good salesman— 
one that has the interest of the house 
owner at heart as well as that of 
his employer—cannot add a draft 
control device, a fan, a humidifier 
or some other appliance the use of 
which will add to the comfort of the 
occupants and the sale of which wil] 
add to the profits of the installer. 


J. P. Reinhardt Asks 
Question on Construction 


of “Y” Branch. 


In the accompanying sketch and 
projection, J. P. Reinhardt, for- 
merly of Terre Haute, Indiana, and 
now of 313 Tenth street, Bowling 
Green, Kentucky, has shown a dia- 
gram of a “Y” furnace connection. 

In this sketch, line AB is pre- 
ferred to the lines AC and BC. 
The points of difficulty as described 
by Mr. Reinhardt are at DE and 





4S” Diameter 
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FE, where the sector of the circle 
runs outside of the “Y” branches. 

The question which Mr. Rein- 
hardt wants answered is: “Is it de- 
sirable or necessary to move the 30- 
inch stub on the bridging so that the 
center of both stubs are at 90 de- 
grees to EH?” 

Yours truly, 
J. P. REINHARDT. 


Bowling Green, Kentucky. 





Would You Make Yourself 
Really Indispensable? 


The man who is really indispensa- 
ble is not the one who is inflated 
with his own importance, but the one 
who aims to get his task rightly 
done, so that there can be neither 
fault nor cause for fault. 
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Torr Does Not Approve of Underground Cold 


Air Ducts, Unless Absolutely Necessary. 


Heating Engineer of Rudy Furnace Company 
Shows How to Build Them for Greatest Efficiency. 


E PUBLISH herewith the 

third of a series of instructions 
on warm air furnace installation, 
prepared by T. W. Torr, heating en- 
gineer with Rudy Furnace Com- 
pany. This article deals with the 
underground cold air duct and its 
construction : 

The Underground Duct. 

“We do not recommend the use 
of underground ducts unless condi- 
tions make them necessary. The fact 
that they are difficult to construct 
and that they are liable to collect 





the efficiency, depending upon the 
size and length of the duct. See 
Figure 4. Incorrect method. 
Break the turn which the air must 
make to enter the duct into two 
turns or angles. This will provide 


a much smoother passage. See Fig- 
ure 2. 
The duct should be shoed into 


just as carefully as you would shoe 
into the casing. For entering the 
round pipe, provide a square-to- 
round connection, its length to equal 


the width of the duct, as in Figure 
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Correct and Incorrect Methods of Underground Ducts. 


water makes us avoid their use when 
possible. 

“These objections, however, have 
no bearing on their efficiency. As 
a matter of fact, underground ducts 
may be very efficient under the right 
conditions if properly constructed. 

“Start with the funnel box of 
good depth for the cold air face, as 
described in a_ previous article. 
Build the underground duct 14 
inches deep for all sizes of round 
pipe up to 18-inch, and 16-inch deep 
for all round pipe including 18-inch 
and larger. 

“The capacity of the duct should 
he 50 per cent larger than the ca- 
pacity of the round pipe. Get this 
capacity by increasing the width. 
See Figure 1. Method recommend- 
ed by Rudy Furnace Company. 

“Do not enter the duct by drop- 
ping the round pipe straight down 
into it. This will not only cut the 
capacity but will seriously interrupt 
the velocity. This method will de- 
tract from 25 to 50 per cent from 


1, and its width equal to the depth. 
The back side of the shoe should 
extend to the bottom of the duct, 
as in Figure 2. 

The top of the underground con- 
struction should be as smooth as 
possible for the greatest velocity is 
along the upper part of it. 

The Rudy method will insure a 
full volume of air being carried to 
the furnace at the greatest velocity. 


Furniture House 

Finds Profit in 

Furnace Sales. 

descriptive the 
advertisement 


Emphatic and 
warm air furnace 
must be to get the idea of more 
healthful heat across. Furnaces are 
sold today on the fact that they 
produce clean, healthful heat in suf- 
ficient quantities to make the dwell- 
ing, which they heat, comfortable. 
Little attention is paid to the price 
or construction by the buyer after 
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he is convinced that the furnace will 
do what he wants done. 

The accompanying advertisement 
of the Mansion Furniture Company, 








WE SELL THE 
HOMER 
because we’re sold on it 


We picked the Homer Pipeless Furnace froma 
dozen other makes, because we knew it could be de- 
pended upon. We knew that it is built like a battleship 
for strength, like your high-priced watch for exactness 
of detail. And we proved to our thorough satisfaction, 
that it’s as thrifty with coal as a miser with dollars, 





It Heats — It Ventilates —It Satishes 
Less Price — Less Fuel — More Heat 


Hes PATENTED 
PIPELESS FURNACE 


WILL FILL YOUR HOME WITH 
HEALTHFUL HEAT 

in even the coldest weather, without pipes or flues, Just 

think of it. No pipes, no flues, and you can burn any 

fuel you wish, and get every cent's worth of value out 

of your fuel, thanks to the specially constructed Homer 

Fire Pet and the famous Thermo-Seal Inner Lining. 


ORIGINAL PATENTED 
PIPELESS FURNACE 


LET US SHOW YOU 


the factory guarantee that goes with each and every 
Homer Pipeless Furnace. It will prove to you the con- 
fidence we have in the Homer. 


Sold in Lawrence only by the 


MANSION 
FURNITURE 
COMPANY 


J. CULLEN — Proprietors — E. GIRARD 


244** BROADWAY TEL. 851 














RRR Sse RE 
Pushing Homer Furnaces in the East. 
taken from the Lawrence, Massa- 
chusetts, Sun, is an excellent exam- 
ple of what we mean by selling a 
furnace on its merits as a heat pro- 
ducer. 
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The ad appeals to the common- 
sense of the prospective buyer. 

The headline is very good, while 
the follow-up reading matter is also 
select and convincing. 

The typographical arrangement is 
good throughout. 





How Does Advertising 
Influence the Buyer? 


Does advertising favorably influ- 
ence customers ? 

Strange as it may seem, there are 
still people who are skeptical about 
the value of advertising. In spite 
of the millions of dollars spent an- 
nually for advertising purposes in 
all parts of the world, completely 
and unconditionally vindicating any 
appropriation made to increase sales 
through the medium of advertising, 
we still hear of people who doubt 
the wisdom of spending money for 
advertising. 

Buying space in mediums which 
do not reach your market is unques- 
tionably a waste. Buying space which 
carries the story of your product or 
service into the field you hope to 
reach is a necessity. It is even more 
—it is an indispensable necessity. 

Those who are prone to discredit 
advertising do so only after having 
come to the momentous decision 
that advertising does not influence 
them in replenishing their daily ne- 
cessities. 

True, there are certain isolated 
cases where advertising has failed to 
exert an influence favorable to the 
advertiser upon the buyer. 

In citing these cases the skeptic 
only tells half a truth. He says 
nothing about the length of time the 
buyer has been exposed to the ad. 
Buyer prejudices cannct be changed 


over night. Time is required in di- 


rect ratio to the appearance fre- 
quency of the ad. That is, it will 
take less time to change the buyer’s 
prejudice if he is confronted with 
the ad on every billboard than if it 
appears only on every third or 
fourth board. 

A group of men are walking 
down the street on parade. You 
are looking on. Among them is an 
acquaintance of yours, the others 


being total strangers. So long as 
that man is within the range of your 
vision he receives your undivided 
attention. The same is true of ad- 
vertised and non-advertised articles. 
The article whose friends recognize 
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it gets the attention. This js true 
simply because advertising has gone 
before the article and established it 
so to speak, in society. It is for. 
mally introduced before making its 
appearance. 


Appeal to Comfort in Selling W arm Air Furnaces 
Has Many and Varied Forms. 


New Idea Furnace & Roofing Company Hits Bull’s 
Eye With Humorous Furnace Advertisement. 


HE accompanying advertise- 

ment of the New Idea Furnace 
and Roofing Company was taken 
from the Fort Wayne, Indiana, Ga- 
Sette. 


No matter how varied the ap- 
proach in warm air furnace adver- 
tisements, when you get down to the 
underlying and fundamental princi- 
ple back of the whole thing, it will 











The 
Door 
Bell 











ay VE just discovered the reason 
why we had more visitors last 
winter than ever before.” One day 
Mrs. Jones said, ‘My, this is’ a nice 
and cozy house! How do you keep 
things so comfortable?’ And dad 
said, ‘It's the new celebrated Thatcher 
Meteor Warm Air Furnace in the 
cellar. It makes all the difference 
in the world. Sorry I did not put one 
in years ago. Take it from me, the 
door bell is kept ringing in a Thatcher 
heated home—callers like to come.” 
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The large combustion chamber 
of the Meteor insures perfect { 
combustion of coal gases. Write | 
for illustrated booklet “Helpful 
Hints on bleating.” 


THATCHER @rancss 


THATCHER FURNACE COMPANY 
Makers of GOOD Heaters and Ranges since 1850 





Eastern Dupley Rooms: 341 N. CLARK ST Thatcher Building 
. : 1 Ste. F is Street 
“i York a - CHICAGY, ILL. ak. sg jersey 


FOR SALE By: 
NEW IDEA FURNACE & ROOFING CO., 1118 Broadway, Fort Wayne, Ind. 











Humorously Depicting the Appeal to Comfort in Advertising Warm Air Furnaces- 
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be found in the ads of the leaders in 
the field to be the appeal to comfort. 
Comfort comes first when con- 
sidering the purchase of almost 
any article with nine out of every 
ten people. Taken as a whole the 
American people are a comfort-lov- 
ing lot. Therefore, when they make 
up their minds to spend money they 
can be convinced that their decision 
ought to start with comfort as a 
guide, running from this to economy 
and then to construction details. 
An excellent human appeal is em- 
bodied in the accompanying ad. 
When human actions are analyzed 


they will generally be found to be 
actuated by selfish motives, as is 
humorously depicted in the ad 
shown. The man with a comforta- 
ble home generally has plenty of 
callers (supposedly his friends) but 
in reality they come because of a 
craving to be in comfortable sur- 
roundings as much as for the sake 
of having-the owner’s friendship. 

More of this type of furnace ad- 
vertising should be indulged in by 
installers. 

Advertisement borders should be 
mitered so as to insure a perfect 


fit. 


Mehrings Shows How to Prevent Heat Rays 
from Striking Cold Air Furnace Boot. 


Either Build Your Boot Below Level of 
Grate or Place Radiation Shield in Casing. 


E. MEHRINGS, who writes 
F, and collects the material 
which is published in the “Gas 
Draft,” the monthly house organ of 
the Meyer Furnace Company, has 
an instructive article on furnace 
boot construction in the September 
issue of that interesting pamphlet, 
from which we reproduce the fol- 
lowing : 

There seems hardly any need of 
emphasizing the fact that the low 
boot (keeping below the grate level ) 
is always best, but as there are many 
installations which have extremely 
high boot connections, we believe 
our readers will welcome a sugges- 
tion for overcoming this difficulty, 
without making extensive changes in 
the installations. 

The cause of some heating jobs 
not functioning properly is traceable 
to the fact that the cold air boot is 
too high, permitting the heat rays 
from the fire bowl to enter the up- 
per portion of the boot, and cutting 
off that part of the return air sup- 
ply. The logical thing to do in cases 
of this kind, is to eliminate these 
heat rays from entering the return 
air intake. This may be accom- 
plished in two ways, either by re- 
placing the high one with the proper 
size and style, keeping below the 
level of the grate. (In furnaces with 


slanting fire bowls it is necessary to 
go still lower, because heat rays 
travel at right angles to the heating 
surface, and it can be readily seen 
that more of the cold air supply is 
shut off by this heat radiation in fur- 
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naces with slanting fire bowls than 
where the fire bowl is perpendicular, 
unless the necessary precautions are 
taken into consideration. ) 

Where the owner does not want 
to go to the expense of replacing 
the boot which is the cause of the 
trouble, the difficulty can be over- 
come by placing a radiation shield 
in front of the cold air boot, half 
way between the furnace proper and 
the casing. This shield should be 
set parallel with the casing and 
should extend from a point above 
the top of the return air inlet to a 
point slightly below the grate level. 
This shield will intercept the heat 
rays from the fire bowl and allow 
the cold air boot to deliver its full 
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capacity of return air to the fur- 
nace. The accompanying drawings 
show the method employed and sug- 
gested. 

It is interesting to know that re- 
cent tests at the University of IIli- 
nois show that a radiation shield 
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placed half way between furnace 
proper and casing, and extending all 
wuround the furnace from grate level 
to a height of 26 inches, produces an 
8.5 per cent increase in efficiency of 
the furnace. 


That Business Serves 
Best Which 
Serves All. 


Business is service. If a concern 
does not fill a place in the economic 
chain of service it is not really in 
business and it will not long sur- 
vive. 

This conception of business is be- 
coming so general that tremendous 
competition is arising among well- 
managed concerns to see which can 
serve best. 

To serve best, business must serve 
more than its customers; it must 
serve those from whom it buys, it 
must serve its employes, it must 
serve its stockholders, and it must 
serve the general public. 


To Do Your Work Carefully 
and Thoroughvy Is Not 
Enough If You Would Succeed. 


To do your work thoroughly, to 
do it carefully, to do it patiently, 
is not quite enough. Put into it a 
touch of enthusiasm. Shape it by 
your personality. Add to it that 
sparkle, that flavor, which comes 
from your own interest and ardor. 





A lot of foolish birds might pass 
for wise owls if they would only 
refrain from talking. 
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Two-Pipe Furnace Canopy Suitable Where Trunk Lines 


Are Employed in Basement Runs. 


System Used by Some Shops Makes for Flexibility 
Which Is More Satisfactory Than One-Stock Design. 


Written Especially for AMERICAN ARTISAN by O. W. Kothe, Principal, St. Louis Technical Institute, St. Louis, Missouri, 


ay THE many furnace shops 
throughout the country, there 
are some that have an individual 
treatment of their product on which 
sales talk is based, their designs be- 
ing supposedly superior to all others. 
Still other shops design fittings as 


designs will be more _ serviceable. 
Where trunk lines are used and only 
two pipe lines are run from the fur- 
nace, then this system is all right. 
We first draw the elevation, mak- 
ing the height of canopy as base- 
ment conditions will permit, or the 


“M” and also describe the circle 
forth plan as becomes the size of 
the furnace rings. Divide one-half 
in equal parts and erect lines to the 
elevation thus enabling to draw lines 
as shown. 

To determine the section 
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becomes the job and in that way ob- 
tain a more flexible system, which is 
more satisfactory than to have one 
stock design. 

It is often advisable where base- 
ment conditions permit, to make a 
canopy similar as we show in this 
drawing; at other times still other 


Patterns for Two-Pipe Furnace Canopy. 


diameter of pipe; the distance 13-14 
can be very short, not more than an 
inch or two, while the throat height 
1-7 can be made at pleasure so the 
warm air will have a good flow and 
will not be pocketed. By this the 
outline as 1-2-14-13 is established 
and we can then describe section 


develop at least a half of the oval 
plan with the aid of section “N.” 
This is done by dropping lines from 
2-4-6-8 of elevation and then inter- 
secting them from section “N.” 
When the oval is sketched in, then 
draw lines as 4-b, 6-c and we have 
the half diameter lines as X-3 and 
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X-5 which are set as 3-3’ and 5-5’ 
in section “O.” By sketching this 
curved line we have the girth spaces 
for the throat of pattern. In de- 
veloping true lengths we work from 
the elevation exclusively, by picking 
the lines 2-3, 3-4, 4-5, etc., to 12-13 
and setting them on the base line of 
diagram. From here we erect lines 
equal to the length of half section 
“y” and “O” and plan as b-b’, 
ce’ and 7-X. By drawing these 
points we have the true lengths 
shown. 

To start the pattern draw any 
line as 1-2 equal to that of eleva- 
tion and then use the girth space for 
the top from section “M” as 2-4 
and for the base we use the girth of 
section “O” as 1-3’-5’-7’, by which 
we strike arcs 4 and 3 in pattern. 
We then pick true length 2-3, and 
using point 2 in pattern as center 
we cross arcs in point 3. Next pick 
true length 3-4 from diagram and 
using the new point 3 in pattern as 
center, cross arcs in point 4. Con- 
tinue in this way until points 7 and 
8 are established, and then use the 
girth spaces from plan as a-b-c-7, 
as 7-9-11-13 in pattern. When 
points 13 and 14 are thus estab- 
lished, lines are drawn to all points 
where arcs cross and the half pat- 
tern is finished. Edges for seaming 
or joining together must be added 
extra. 


Clayton & Lambert 
Manufacturing Has 


New Bronze Finish. 


The Clayton & Lambert Manu- 
facturing Company, 10617 Knodell 
avenue, Detroit, Michigan, has pro- 
duced a new permanent bronze 
fnish for use on gasoline and kero- 
sene blow torches. 

The features of the new paint 
are that the paint does not 
deteriorate except through hard 
usage; it also eliminates the 
necessity of polishing, which, as is 
universally known, has the effect of 
reducing the thickness of the metal 
In spots. 





Selling and adverti sing are a team 
which must be harnessed and driven 
together, 
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Daugherty of Carnegie “Tech” Relates Progress 
Made in Training Sheet Metal Apprentices. 


Sheet Metal Contractors Must Adopt a National Plan 
for Vocational Training Sheet Metal Apprentices. 


OCATIONAL ‘training in the 
sheet metal industry is one of 
the leading questions of the present 
time; it is one of the greatest prob- 
lems now being faced by the edu- 
cator and employer. Consequently 
interest in the subject is very keen. 
James S. Daugherty, the head of 
the sheet metal department at “Car- 
negie Tech,” was called upon at the 
convention of the Sheet Metal Con- 
tractors’ Association of Pennsylva- 
nia to speak on “Vocational Train- 
ing and his remarks are given here- 
inafter : 

Thus in the sheet metal industry, 
if not in all of the building indus- 
tries, we are still looking somewhat 
blindly for the best method of solv- 
ing the shortage of competent me- 
chanics. Several meetings of national 
importance have been held recently 
to discuss this problem. One of 
these meetings was held in Wash- 
ington a few months ago, was called 
by the Federal Board for Vocational 
Education and attended by repre- 
sentatives of national employers’ and 
employes’ associations. 

A similar meeting was held in 
Buffalo on December 5, 1923, called 
by the apprenticeship committees of 
the American Construction Council. 
This committee is composed of all 
elements of the building industry 
throughout the entire country, in- 
cluding employers, manufacturers 
and professional bodies, as well as 
the various trades and crafts repre- 
senting labor in the industry. The 
purpose of this apprenticeship com- 
mittee of the American Construction 
Council is to further the develop- 
ment of apprentice training in the 
building industry. 

During the discussions at this con- 
ference it was significant that both 
union men, employers, and all par- 
ties represented, emphasized the im- 
portance of apprentice training, and 
that any successful plan should be 
based upon the codperative effort of 


employers, organized labor, and the 
public schools, also, where such co- 
operation has not been secured the 
attempts to set up an effective sys- 
tem of apprenticeship have been 
largely failures. 

Through the excellent work being 
done by the Federal Board for Vo- 
cational Education, the National So- 
ciety for Vocational Education and 
the American Construction Council, 
it is safe to say that a national pro- 
gram on apprenticeship in the build- 
ing crafts to be conducted through 
the cooperation of all elements in 
the building industry and the pub- 
lic schools is actively under way, the 
general features of which program 
may be utilized by the various 
branches of the industry as they 
may think best adapted in each case 
to their particular needs. 

Shortage of Mechanics in the Building 
Trades. 

The building contractor has many 
problems to solve; one of the most 
serious of these is the question of 
an available supply of competent 
mechanics, for today we have a 
shortage in practically every one of 
the building trades. 

While our national 
has been steadily increasing, recent 
statistics show the following per- 
centages of shortages as compared 
with total requirements: Lathers, 57 
per cent; masons, fifty; bricklayers, 
thirty-nine ; plumbers, twenty-eight ; 
plasterers, fifty-four; carpenters, 
twenty-five; sheet metal workers, 
forty-seven. This is a fair indica- 
tion of what has occurred in other 
trades and industries. 


population 


The principal reason for this 
shortage was alleged to be the neg- 
lect of the employer to engage the 
number of apprentices he could use, 
and failure to provide for their 
proper training. 

To relieve these conditions, and 
when educational facilities did not 
respond quickly enough to the 
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emergency demand for apprentice 
training, many of the industries es- 
tablished trade classes in various 
cities in the country. The first step 
in the study of this problem by the 
National Association of Master 
Plumbers when preparing their na- 
tional plan for apprentice training, 
was to compile exact labor statistics 
to find out what the existing condi- 
tions were. The result of the sur- 
vey showed there was one appren- 
tice to every six and eight-tenths 
journeymen. 


I believe if a national survey was 
made of the sheet metal industry it 
would show a lower proportion of 
apprentices than was given by the 
survey made by the Master Plumb- 
ers’ Association. For example, in 
a recent survey made in tlfe city of 
Pittsburgh it was shown that there 
are sixty-four sheet metal appren- 
tices to four hundred thirty-five 
journeymen, or approximately one 
apprentice to each seven journey- 
men. 

This survey also disclosed the fact 
that of one hundred shops, thirty- 
nine employ apprentices adn sixty- 
one shops employ no apprentices. 
This same low proportion of appren- 
tices to journeymen, | believe, will 
be found in our industry through- 
out the country. 

This is a deplorable condition 
which we can alleviate, when the 
sheet metal contractors who do not 
now employ apprentices assume 
their share of the work in appren- 
tice training, by employing at least 
one apprentice in every shop. This 
should be done if they wish to have 
competent workmen in the future 
and expect the trade to exist. 

Duty of the Association. 

The universal shortage of compe- 
tent workmen has created a situation 
which places a most important duty 
upon the sheet metal contractors as- 
sociation. Much has been done 
throughout the country by individ- 
ual associations and the Sheet Metal 
Workers’ Union, in promoting the 
establishment of classes in sheet 
metal work. But it is to be regret- 
ted that in many localities no action 
has been taken on this subject. 

In some cities like New York, 


Chicago, St. Louis, Cincinnati, Los 
Angeles, Pittsburgh, and many of 
the smaller cities throughout the 
country, the Association of Sheet 
Metal Contractors has made some 
real progress in solving the appren- 
tice problem, by cooperating with the 
vocational schools in organizing 
sheet metal classes for apprentice 
training. 

The Sheet Metal Contractors’ As- 
sociation of Pittsburgh, which will 
always be found in the front rank of 
any progressive movement for the 
advancement of the industry, holds 





Daugherty Knows 
a Good Thing 
When He Sees It 


To American Artisan: 
Many of your articles 
on Warm Air Heating 
and Ventilating are val- 
uable instructional ma- 
terial, and we are using 
quite a little of it in our 
class work at “Tech.” 
With best wishes for 
the good work you are 
doiny for the trade, I am 
Yours truly, 

JAS. S. DAUGHERTY, 
Head Instructor, 
Carnegie Institute of 

Technology. 











the distinction of being one of the 
first in the country to take definite 
steps in the training of apprentices, 
by organizing of the employer, la- 
bor and educational interests in one 
cause. During the past year this as- 
sociation has put in effect the sys- 
tem of training apprentices in ac- 
cordance with an agreement entered 
into with the local union of sheet 
metal workers. On October Ist, last 
year, sixty-four sheet metal appren- 
tices were enrolled at the Carnegie 
Institute of Technology to receive 
training one full day a week for the 
last four years of the five-year ap- 
prenticeship period. 

The agreement takes on added 
significance from the fact that school 
attendance is compulsory, and that 
the employers have agreed to pay 
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the apprentices their full wages for 
the day they spend in school; ang 
the union officials have taken the re. 
sponsibility of compelling attendance 
to classes. 

This is not the first year that the 
sheet metal contractors of Pitts. 
burgh have been working on this 
problem. For the past ten years or 
more the association had an agree- 
ment with the local union that the 
apprentice should attend a trade 
school during the apprenticeship pe- 
riod. As each organization had a 
separate apprentice committee, and 
neither committee being responsible 
for the enforcement of the agree- 
ment, this divided authority over 
the apprentice gave the boys too 
many loop holes to escape the school 
work, and as a result about 70 per 
cent of the apprentices, during this 
time, never attended the night 
classes in sheet metal work which 
were being offered at Carnegie Tech. 
Because of these conditions and 
realizing that the old plan was a 
failure, the new Pittsburgh plan was 
born. A new agreement was made 
in which a joint committee, com- 
posed of three members from each 
organization, has full control of the 
apprentice. 

There is no one familiar with the 
details of what has been accom- 
plished in the training of sheet metal 
apprentices in Pittsburgh during the 
past year who would dare say the 
efforts put forth have not met with 
success. And whatever success has 
been attained is due to the continued 
interest of the apprenticeship com- 
mittee, the employers, the union and 
the school in this work. 

Our experience goes to show that 
the apprenticeship problem can be 
solved, and its solution rests with 
the good intention and the activity 
of the progressive sheet metal con- 
tractors of the country. 

Vocational Education for the 
Apprentice. 

The apprentice problem, it is gen- 
erally agreed, is one of the most se- 
rious which the trade has to en- 
counter. It is felt by the majority 
of the sheet metal contractors in 
the industry that the greatest hope 
lies in vocational or industrial edu- 
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cation. ’ This being true, it would 
seem clearly to be the duty of every 
sheet metal contractor to take a 
more active interest in this educa- 
tional movement. 

The sheet metal workers have not 
been receiving the proper kind of 
consideration in educational affairs, 
but they have no one to blame but 
thems-Ives, for they have been get- 
ting just about all they have asked 
for. 

In many towns and cities voca- 
tional training is given in many of 
the trades. Probably more attention 
is given to carpentry than to any 
other trade. But within the past five 
years classes in sheet metal work 
have been established in a sufficient 
number of schools to demonstrate 
that instruction in sheet metal work 
can be given, and with just as much 
interest to the boys and with just 
as much benefit to them as instruc- 
tion in any other trade. The con- 
struction of a tin pail or a copper 
lantern is certainly just as interest- 
ing and educational as the making 
of a shoe-shine box or necktie hold- 
er from wood. Given practical 
problems, good designs and a good 
instructor, and sheet metal work is 
just as educational as other sub- 
jects. 

The big task in the past was to 
convince the school authorities of 
the value of sheet metal as a voca- 
tional subject, but the greatest ob- 
stacle was the need of an outlined 
course and a suitable textbook for 
the instructor and students. A check- 
up on the books of the industry did 
not reveal a book suitable for the 
purpose, but finally this barrier was 
overcome by the publication of two 
or three books on shopwork and 
pattern drafting which have done 
excellent work in presenting this 
subject in the class room. Greater 
momentum then followed, and with- 
in the past few years interest has 
rapidly increased in sheet metal as 
a vocational subject. It is now given 
a place where it belongs in the cur- 
riculum of our public school system, 
and sheet metal courses are being 
offered in some of the best grade 
and high schools in the country. 

The great need at present is for 





a nation-wide movement on the part 
of the sheet metal contractors to 
induce the school boards in their va- 
rious localities to start classes in 
apprentice training. This can be ac- 
complished by getting your local as- 
sociation in touch with your local 
vocational school supervisor and 
your state department of vocational 
education. 


The next step will be for you to 
adopt the national plan for training 
sheet metal apprentices which will 
be worked out within the next year 
by the vocational education commit- 
tee of the national association, and 
presented for approval at your next 
national convention. The agreement 
as adopted by the Association of 
Sheet Metal Contractors of Pitts- 
burgh will be used by this commit- 
tee as a tentative plan. This, with 
an outline of the standardized course 
for sheet metal apprentices that is 
used at “Carnegie Tech,” placed in 
the hands of local associations and 
vocational schools will give them the 
instructional material and the re- 
required information for the or- 
ganizing and conducting of sheet 
metal classes. 

Raise Standard of the Industry by In- 
dustrial Education, 

In planning industrial education 
for sheet metal workers, in addition 
to shop work and pattern drafting, 
consideration should be given to the 
incorporation of instruction on the 
business side of the industry. 

The education of sheet metal 
workers along business lines will do 
much to expand and benefit the sheet 
metal industry. Under the present 
conditions the journeyman evolves 
into a contractor without any train- 
ing for a contractor’s duties. It’s 
a long step for the average mechanic 
to take. I believe it is safe to say 
that the majority of sheet metal men 
entering business for themselves 
have never made up an estimate 
until they have to do it for them- 
selves. Just as long as this condi- 
tion prevails, the standards of busi- 
ness methods in the sheet metal bus- 
iness will be slow and difficult to 
elevate. 

Educate the sheet metal worker 
on business methods and you will 
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elevate the industry. We _ should 
teach him that the four general items 
in an estimate are overhead, mate- 
rials, labor and profit, and that over- 
head is an expense which should be 
borne in part by every job. Lec- 
tures should be included in every 
course to familiarize the student 
with the many branches of sheet 
metal work, and the proper methods 
of construction and installation of 
such work. Instruction given along 
these lines will always lend an in- 
terest to this work, and it will go 
far towards inspiring the student 
with a pride in his trade which will 
prove most beneficial. 


Sheet metal contractors should 
point out to their apprentices and 
journeymen that our trade requires 
a eertain amount of technical train- 
ing, and that it requires more real 
brains to master the sheet metal 
trade, to become an expert pattern 
draftsman, and to conduct a sheet 
metal business successfully, than are 
required in any of the other 
branches of the building trades, and 
you will instill in them a pride which 
will elevate the standards in our 
trade. 


Secretary Koenneman of 
Iowa Auxiliary Institutes 
Membership Campaign. 


Secretary W. C. Koenneman of 
the Jobbers’ and Salesmen’s Auxil- 
iary of the Iowa Sheet Metal Con- 
tractors’ Association, announces that 
at a meeting of his organization re- 
cently held in the Randolph Hotel, 
Des Moines, Iowa, it was decided 
to put on a special campaign for in- 
creasing the membership. 

The campaign will last wntil Jan- 
uary 1, 1925. It is the aim of the 
organization to get as many new 
members as possible between now 
and that time. 


The membership dues are $5.00 
and all cards issued to new members 
will date from January 1, 1925. 

Start the ball rolling. Send in 
your memberships at once. The 
sooner you do the more benefits you 
will derive. 





We may help you—ask us. 
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Sheet Metal Contractor Advertises That He 


Never Goes Back to the Store for Tools. 


Gets All Necessary Information at Time Order 
Is Given, Then Carries Full Kit in His Flivver. 


UARD against creating a bad 
impression at the beginning of 
every new job. 

Many sheet metal contractors, as 
well as plumbers, have a habit of in- 
dulging in the practice of first going 
out to a job, looking it over and then 
going back to the store or workshop 
for tools and supplies. 

From the standpoint of the work- 
man, of course, the logical thing to 
do is to find out what is needed be- 
fore taking anything to the place 
where the repair work is to be done. 

However, this practice uncon- 
sciously has a psychological effect 
upon the customer which .does not 
make for confidence and friendli- 
ness between store and customer. 


Here’s how it works. The cus- 
tomer calls up for a repairman, stat- 
ing that such and such needs repair- 
ing. The man answering the tele- 
phone says he will send a man right 
out, and hangs up. He then instructs 
the repairman to go out. The re- 
pairman, not knowing the details, 
starts on his way. When he arrives 
at the job he finds that the job is al- 
together different from what he was 
led to expect. He’s minus this and 
that and a half a dozen other things 
he needs. Now, he’s either got to 
go back to the store for the tools or 
call up and have them sent out, 
while he cools his heels in the ante- 
room waiting for them. 

Now, when the bill for the work 
comes in, the man of the house sees 
the itemized statement of account— 
so much for materials and so much 
for the repairman’s time, it goes to 
the man of the house. He, perhaps, 
didn’t see the man doing the work 
at all, so he calls in the Missus and 
asks her about it. She says: “Yes, 
perhaps he was here that long, but 
gracious, he stood around most of 
the time waiting for tools. We sure- 
ly don’t have to pay for that time! 
Why, it wasn’t our fault that he 
didn’t have his tools. I explained 


what we wanted done over the 
phone.” 

Here the argument begins. Per- 
haps you get your money and per- 
haps you don’t. In any event you 
have created the enmity of that cus- 
tomer, and chances are he will knock 
you every chance he gets. 

The way to avoid these unpleasant 
experiences is to get all the infor- 
mation possible about the job from 
the owner at the time the order is 
sent in. Coach the person answer- 
ing the telephone on how to ques- 
tion the owner so as to make him 
or her able to give the information 
desired. 

Then before the repairman starts 
out he will have sufficient informa- 
tion about the job at his command 
to enable him to select materials and 
tools of the proper kind, so that 
when he arrives at the job he will 
go right to work and remain on it 
until completed. Then when the bill 
comes in, although there still may be 
the natural human tendency to dis- 
agree with the amount of the bill, 
nevertheless it will be impossible for 
him to say that the repairman was 
loafing on the job. Then, too, the 
repairman goes about his work in a 
business-like manner, completing it 
with dispatch and satisfaction. This 
creates confidence more than any 
other one thing, and will be found 
productive of many repeat orders. 

One sheet metal man had got the 
spirit of this idea to such an extent 
that he placed a sign on his car to 
the effect that he never had to go 
back to the store for tools. 


Terne Plate Simplification Com- 
mittee to Meet in Atlantic 
City, October 14. 


A meeting of the Terne Plate 
Simplification Committee of the 
metal branch to the National Hard- 
ware Association is to be held at 10 
a. m. Tuesday, October 14th, at the 
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Marlborough-Blenheim Hotel, At- 
lantic City, New Jersey. 

This meeting has been called by 
H. N. Taylor, chairman, and is ex. 
pected that Major A. E. Foote, of 
the Department of Commerce, and 
W. A. Fingles, representing the Na- 
tional Association of Sheet Metal 
Contractors, will also be present at 
this meeting. 





Sheet Metal Man Must 
Use Potential Magnetic 
Force to Pull Business. 


The sheet metal contractor does 
not, like the old woman who tried 
to sweep back the ocean with a 
broom, generally have to ward off 
orders with a club. He is com- 
pelled to reverse the situation and 
use magnetism to draw the orders 
to himself. 

There are some men whose nat- 
ural personal magnetism is so great 
that they attract business with litt!e 
effort, but these instances are phe- 
nomenal in character, and it will 
generally be found that business 
must be built on the solid founda- 
tion of service, although friendship 
is a good introduction. 

The best business friendship one 
can cultivate is a knowledge of the 
proper uses of advertising. 

Advertising used indiscriminately 
and spasmodically cannot be pro- 
ductive. It must be planned out in 
advance and directed. To score a 
hit, the gunner employs the aid of 
very delicate and accurate mechan- 
isms with which to measure the 
angle of elevation of his rifle. Often 
he shoots at a target which he can- 
not see and in this respect he is like 
the advertiser. He knows where 
he must direct his shot to hit the 
mark and he does it. The adver- 
tiser must do likewise or he wastes 
his ammunition. 


Unfair competition, embracing all 
acts characterized by bad faith, de- 
ception, fraud, or oppression, in- 
cluding commercial bribery, is 
wasteful, despicable, and a_ public 
wrong. Business should rely for its 
success on the excellence of its own 
service. 
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Milcor Changes 
Price on Its Ridge 
Roll Product. 

The Milwaukee Corrugating Com- 
pany, Milwaukee, Wisconsin, has 
changed its price on galvanized plain 


ridge roll crated. 
The new prices will be found in 


the “Hardware and Metal Prices”. 


in this issue. 


Vern Rich Offers 3-Piece Method 
of Making Chimney 
Extension Face. 
There are several different meth- 
ods of making a chimney extension. 
Vern Rich, proprietor of the City 
Sheet Metal Works, Mt. Vernon, 








3- Piece 
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South Dakota, has submitted two 
drawings showing his method of 
laying out a chimney extension face. 

It will be noted from one of the 
sketches shown herewith that Mr. 
Rich has made his extension a 3- 
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piece proposition instead of the 2- 
piece variety. 

He says that the method is per- 
haps not new to many sheet metal 
men, but he was prompted to offer 
it because he had seen the 2-piece 
method used a short time ago by a 
man who had been in the business 
for thirty years. 


Sheet Metal Standard 
to Be Offered Trade. 


A conference of manufacturers, 
distributors and consumers of sheet 
steel is to be held in Atlantic City on 
October 14 under the auspices of 
the Division of Simplified Practice 
of the Department of Commerce. 


Recommendations will be presented 
for the reduction of gauges and 
sizes of sheet steel from 1819 to 
261, the latter number to represent 
the “regular” sizes, and any other 
sizes to be made on special order 
only. 

The conference will take place 
simultaneously with the joint meet- 
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ings of the American Hardware 
Manufacturers’ Association, the Na- 
tional Hardware Association of the 
United States. 

Walter C. Carroll, of the Inland 
Steel Company, is chairman of a 
committee of the sheet steel indus- 
try which has been working on the 
simplication problem. 


Sheet Metal Manufacturers Will Meet in Atlantic 


City for Simplification Conference. 


Department of Commerce Has Set Date of Meeting for Tuesday, 
October 14th, and Metal Branch Will Meet Wednesday. 


HI following notice has been 

issued by George A. Fernley, 
secretary of the metal branch of the 
National Hardware Association for 
meetings to be held Tuesday and 
Wednesday, October 14th and 15th, 
at the Marlborough-Blenheim, At- 
lantic City, New Jersey: 

“A simplification conference un- 
der the auspices of the Department 
of Commerce will be held at the 
Marlborough - Blenheim, Atlantic 
City, Tuesday, October 14th, at 2 30 
p. m., for the purpose of considering 
the reports of the following com- 
mittees : 

“The Sheet Steel Simplification 
Committee, Walter C. Carroll, In- 
land Steel Company, chairman. 

“The Eaves Trough and Conduc- 
tor Pipe Committee, A. QO. Moffatt, 
Wheeling Corrugating Company, 
chairman. 

“Terne Plate Committee, H. N. 
Taylor, N. & G. Taylor Company, 
chairman. 

“Definite programs 
formulated by the above commit- 
tees and will be presented at the 
meeting for consideration and adop- 


have been 


tion. 

“Every producer, distributor and 
consumer of the products men- 
tioned, i. e., black and galvanized 
sheet, eaves trough and conductor 
pipe, etc., and terne plates, is in- 
vited to attend and participate in this 
conference. 

“The conclusions will be the basis 
for a simplified practice recommen- 
dation by the Bureau of Standards 
of the Department of Commerce, 


after which the sizes adopted will be 
considered as the standard of the in- 
dustry. 

“The conference is, therefore, an 
extremely important one and we 
earnestly trust you will arrange to 
be represented. 

“The meeting of the metal branch 
will be held on Wednesday after- 
noon, October 15th, and you are 
also invited to attend this meeting, 
but we particularly urge that you be 
represented at the Tuesday after- 
noon, October 14th, session.” 

Secretary Fernley also requests 
that manufacturers of sheet metal 
and of sheet metal products notify 
him of their intention of being pres- 
ent, so that proper credentials may 
be prepared for them. 


Little Lessons in 
Concentration Not 
Thought Important. 


Every man has in his lifetime 
many aims. If early in life he makes 
a selection and concentrates all of 
his efforts on one thing, his success 
will be in proportion to the amount 
of effort he puts forth. 

On the other hand, however, if 
his energy and thought are divided 
among fifty different activities, he 
has just that much less chance of 
making a success of any one of 
them. 

The Baconian philosophy of “All 
Knowledge for His Province” can- 
not apply now. Concentrate on one 
thing and live that thing. 
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R. G. Harrison, Reeves 
Manufacturing, Will At- 
tend Hardware Convention. 


The large circle of friends of R. 
G. Harrison, sales manager for the 
Reeves Manufacturing Company, 
Dover, Ohio, makers of nested stove 
pipe and stove pipe elbows, will be 
more than happy to learn that Mr. 
Harrison will attend the hardware 
convention at Atlantic City, October 
14 to 17. 

Mr. Harrison will stop at the 
Ambassador hotel. He will be in 
attendance at all of the convention 
sessions. In addition to his partici- 
pation in all convention meetings, 
Mr. Harrison will show samples of 
the Reeves’ nested stove pipe, stove 
elbows, other specialties and cata- 
logs. | 

Above all, Mr. Harrison is look- 
ing eagerly forward to a visit with 
his many old friends. 





W.& T. Ask How to Solder 
Greenhouse Eaves-trough to 
Avoid Pulling Apart. 


Problems dealing with the ex- 
pansion of metals and the ruinous 
effects such expansion has upon 
soldered joints is an extremely in- 
teresting one. 

A peculiar phase of this has come 
to our notice in the form of an 
eavestrough hung under the gutter 
of a greenhouse to take the drip 
from the glass roof inside. The 
alternating heat and cold of the 
greenhouse has caused the joints to 
become torn asunder. W & T 
want to know how this can be cor- 
rected. 

W & T’s letter follows: 

To AMERICAN ARTISAN: 

We have a greenhouse with eaves- 
trough (galvanized) on the inside 
to take the drip from the glass roof. 
These eavestroughs were put in by 
greenhouse builders last year. 

A few days ago we were called 
upon to come to the greenhouse to 
do some repair work. There we 
found that all of the seams which 
had been soldered were pulled apart. 
They had been well soldered and 
edged over to keep them from pull- 
ing apart. We again soldered them 


a week ago, but now we find that 
they have pulled apart again, caused 
by the expansion of the sheet metal. 

We thought that perhaps some of 
the readers of AMERICAN ARTISAN 
had had a similar experience and 
could tell us what to do to correct 
the difficulty. 

Yours very truly, 
W &T 


—_—___——, Illinois. 


The Circle Square, 
Inscribed to J. L. Frye. 


Egyptians tried and Hindus sought 
In vain to square the circle. 

In ancient schools of rigid thought, 
Pythagoras strove; but ill he fared, 
And died without the circle squared. 


Both Socrates and Plato failed. 

Down through centuries the prob- 
lem trailed 

And was by modern men assailed. 

At last a prize was gained by one 

Who proved the thing could not be 
done ; 

That logic from her throne declared 

The circle never could be squared. 


When stars are dim and the sun is 
old, 

And the moon is black and the plan- 
ets cold, 

With the tale of earth completely 
told ; 

When Gabriel’s golden horn has 
blared 

The circle still can not be squared. 


Oh, Frye, your problem leads astray 

From reason’s road and logic’s way, 

To mystic realms where phantoms 
play 

With gnomes deformed; and blear- 
eyed imps, 

In magic mood, lure naked nymphs 

To devil’s deeds not herein bared— 

And here the circle may be squared. 

WILLIAM Scott. 
Juniata, Pennsylvania. 
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| Notes and Queries | 





Aluminum Wire. 
From A. Bogue, Monticello, Indiana. 
I should like to know who makes 


aluminum wire. 
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Ans.—Aluminum Company of 
America, 360 North Michigan Aye. 
nut, Chicago, Illinois, and Michigan 
Wire Cloth Company, 2100 Hoyw- 
ard Street, Detroit, Michigan. 

“Waterman-Waterbury” School 


Heater. 


From John Bauer and Company, Platts- 
mouth, Nebraska. 


Can you tell us who makes the 
“Waterman - Waterbury” 
heater ? 


school 


Ans.—The Waterman-Waterbury 
Company, 1121 Jackson Street, N. 
E., Minneapolis, Minnesota. 

Glass Tubing. 
From Joseph Werndl, Coffeyville, Kan- 

Sas. 

Kindly inform me who makes 
glass tubing one-half inch in diam- 
eter, in 5 or 6 foot lengths. 

Ans.—Kimble Glass Company, 
402-406 West Randolph Street, Chi- 
cago, Illinois, and Friedrich and 
Dimmock, 7 East 42nd Street, New 
York City. 

“Frost Killer” Heater. 
From Reiche Brothers, Naperville, IIli- 
nos, 

Please advise us who makes the 
“Frost Killer’ heater. 

Ans.—The Tappan Stove Com- 
pany, Mansfield, Ohio. 

Aluminum Wire. 


From Klentzer and Klentzer, Fowler, In- 
diana. 


Can you tell us who makes alu- 
minum wire? 

Ans.—Aluminum Company of 
America, 360 North Michigan Ave- 
nue, Chicago, Illinois, and Michigan 
Wire Goods Company, 2100 How- 
ard Street, Detroit, Michigan. 

“Haag” Washing Machine. 
From J. F. Cleary, Glidden, Lowa. 

I should like to know who manu- 
factures the Haag Brothers wash- 
ing machine. 

Ans.—Haag 
Illinois. 

“Knox” Cast Iron Smoke Pipe. 


From Adolph G. Lueker, Mt. Sterling, 
Illinois. 


Will you please advise where I 
can get “Knox” cast iron smoke 
pipe ? 

Ans.—This is manufactured by 
the Waterloo Register Company, 
Waterloo, Iowa, and carried in stock 
by The Manny Heating Supply 
Company, 131° West Lake Street, 


Chicago, Illinois. 


Brothers, Peoria, 
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Ducks and Mallards’ Southward Movement Stimulates 
Sales in Fall Hunting and Trapping Goods. 


Hunting Fans Encouraged to Replenish Their 
Equipments by Well Arranged Window Displays. 


EPORTS coming from along 
R the lower Illinois River state 
that food for ducks returning from 
the north is very scarce, due to the 
high waters which prevailed during 
the summer. 

Such reports will have little effect 


in deterring hardware men from 





Directly in the center a revolving 
table is placed upon which are set 
three ducks 
shells. 

At the extreme is placed a de- 
tachable boat motor, guns and hunt- 
ing togs. At the left is placed a 
dummy, dressed in hunting cloths, 


decoy and a box of 





stock. 

In making such displays, the pro- 
prietor of the store should give the 
clerk who is 
well acquainted with all of the needs 
and experiences of a huntsman. 
Many little touches will be added in 
this way which a man unfamiliar 


actual werk to some 








An Effective Hunting Goods Window Display Arranged for the ines Hardware idieee 909-913 Hennepin Avenue, 


Minneapolis, Minnesota, by W. H. Owen. 


making fall hunting window dis- 
plays. We hear many reports about 
crop failures and such, but when all 
is said and done the crop seems to 
be sufficient to go around. 

W. H. Owen has made an excel- 
lent hunting window display, as 
shown in the accompanying illus- 
tration, for the Hennepin Hardware 
Company, 909-913 Hennepin Ave- 
nue, Minneapolis, Minnesota. 

One of the outstanding features 
of this display is its comparatively 
low cost. The scene in the back- 


ground is a wallpaper—very inex- 
pensive, 


with a rifle resting across his lap. 
Strewn about him on the floor of the 
window shells, cover, 
hatchets, knives and flashlights. 

In the 
painted a scene of a 
in the 


are a gun 


central background is 
swamp or 
marsh land, foreground of 
which is a water scene. 
are moving by means of an endless 
belt a number of small ducks going 


Across this 


in opposite directions. 

Taken all in all a very effective 
window display is produced with lit- 
tle outlay in addition to the cost of 
the dummy and the painted scene. 


The articles shown are taken from 





The Display Produced Many Extra Orders for Hunting Goods. 


with duck hunting could not pos- 
sibly supply. 


Richard Cook Jordan, 
Jordan Hardware, 
Ottawa, Answers Last Call. 


Members of the Hard- 


ware Company, Ottawa, Illinois, are 


Jordan 
in mourning over the loss by death 
of their esteemed president, Richard 
Cook Jordan. 

President Jordan had reached the 
venerable old age of 84 years. 


Your windows can sell goods, too. 
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Here’s How to Take a Prize-Winning Photo- 
graph of Your Window Display. 


No Limit to the Number You May 
Submit, Send as Many as You Like. 


OST hardware merchants, re- 

gardless of whether they con- 
duct a business in a large city or a 
city of less population, are firm be- 
lievers in the power of a window 
display to bring customers into the 
store. There are still a few isolated 
cases where the merchant is neglect- 
ing his windows, but our concern to- 
day is primarily to show the willing 
ones how to improve their displays, 
while at the same time we show 
these reluctant ones what they are 
missing by not falling in line. 

In order to reveal the progress 
made during the year and to offer a 
special inducement for further com- 
petitive exertion by hardware mer- 
chants, AMERICAN ARTISAN AND 
HarpWarE Recorp offers $100 in 
four cash prizes—$50, $25, $15 and 
$10—for the best window display 
photographs submitted. 

The contest is conducted under 
rules which permit of no unfair or 
prejudicial practices by the judges, 
who are themselves men thoroughly 
competent to select the prize win- 
ners from the group sent in. 

Some suggestions on how to get 
prize winning photographs are as 
follows: 

A study of the subject and let- 
ters from men of experience show 
that obtaining good photographs of 
window displays is a simple matter. 

Suggest to your photographer to 
take the picture at night. Place the 
camera so that reflections from 
street lights or lights in the stores 
across the street do not appear in 
the view-finder or on the camera’s 
eye. You can prevent such reflec- 
tions with improvised screens placed 
behind or beside the camera. Don't 
tilt the camera—and don’t use a 
wide angle lens. 

Half an hour’s exposure is usual- 
ly none too long; but it should suf- 
fice. Set the lens at stop “F 16.” 
If your diaphragm control is marked 
1, 2, 3 and 4, set at 2. The brighter 


your window, the shorter the ex- 
posure need be. 

Good results can be obtained with 
almost any camera—and films are 
fully as satisfactory as plates. The 
best size for window display photo- 
graphs is from 5x7 inches to 8x10 
inches. 

There is no limit to the number 
of photographs each participant 
may send in. Send in as many as 
you have. The contest closes Jan- 
uary 3lst, 1925. Get busy today. 


South End Hardware 
Company to Erect 


2-Story Warehouse. 

The South End Hardware Com- 
pany has awarded general contract 
to Benjamin Steinberg, 200 Colum- 
bia Street, Cambridge, Massachu- 
setts, for two-story, 23x280-foot 
brick warehouse at Washington. 
Garland and Shawne Avenues, Pos- 
ton. 


Ladies to Be Entertained with 
Card Party on Opening of 
Hardware Convention. 

As the opening session of the 
American Hardware Manufactur- 
ers’ convention Tuesday evening, 
October 14, will be strictly business, 
the committee on entertainments has 
scheduled for that evening a card 
party for the two hundred or more 
attending ladies. This card party 
will be held in the Blenheim ball- 
room and will begin promptly at 
8:30 p. m. 

On Wednesday evening an orig- 
inal and unique entertainment will 
be held in the Blenheim Exchange, 
followed by dancing in the ballroom. 





There is always something about 
which a salesman may busy himself. 
If it is not serving customers, it is 
studying the stock or arranging it, or 
studying the last issue of a trade 
paper. 
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Statement of the Ownership, Manage- 
ment, Circulation, Etc., Required 
by the Act of Congress of 
August 24, 1912, 

Of AMERICAN ARTISAN AND Harpware 
Recorp, published weekly at Chicago, Iij- 

nois, for October 1, 1924. 

State of Illinois, County of Cook—ss. 

Before me, a notary in and for the 
state and county aforesaid, Personally 
appeared Etta Cohn, who, having been 
duly sworn according to law, deposes and 
says that she is the business manager 
of AMERICAN ARTISAN AND Harpware 
Recorp, and that the following is, to the 
best of her knowledge and belief, a true 
statement of the ownership, management 
(and if a daily paper, the circulation), 
etc., of the aforesaid publication for the 
date shown in the above caption, required 
by the Act of August 24, 1912, embodied 
in section 443, Postal Laws and Regula- 
tions, printed on the reverse of this form. 
to wit: 

1. That the names and addresses of 
the publisher, editor, managing editor, 
and business managers are: 

Publisher, Estate of Daniel Stern, Chi- 
cago, Illinois. 

Editor, A. George Pedersen, Chicago, 
Illinois. 

Editor, G. J. Duerr, Chicago, Illinois. 

Business Manager, Etta Cohn, Chicago, 
Illinois. 

2. That the owner is: (If the publica- 
tion is owned by an individual his name 
and address, or if owned by more than 
one individual the name and address of 
each, should be given below; if the pub- 
lication is owned by a corporation the 
name of the corporation and the names 
and addresses of the stockholders owning 
or holding one per cent or more of the 
total amount of stock should be given.) 

Sole Owner, Estate of Daniel Stern, 
620 South Michigan Avenue, Chicago, 
Illinois. 

Trustees, Abel Davis, Chicago, Illinois; 
Sherman C. Spitzer, Chicago, Illinois, 
and Simon Westerfeld, Chicago, Illinois. 

3. That the known bondholders, mort- 
gagees, and other security holders own- 
ing or holding 1 per cent or more of total 
amount of bonds, mortgages, or other 
securities are: (If there are none, so 
state.) 

None. 

4. That the two paragraphs next 
above, giving the names of the owners, 
stockholders, and security holders, if any. 
contain not only the list of stockholders 
and security holders as they appear upon 
the books of the company but also, in 
cases where the stockholder or security 
holder appears upon the books of the 
company as trustee or in any other 
fiduciary relation, the name of the person 
or corporation for whom such trustee is 
acting, is given; also that the said two 
paragraphs contain statements embracing 
affant’s full knowledge and belief as to 
the circumstances and conditions under 
which stockholders and security holders 
who do not appear upon the books of the 
company as trustees, hold stock and se- 
curities in a capacity other than that of 
a bona fide owner; and this affiant has 
no reason to believe that any other per- 
son, association, or corporation has any 
interest direct or indirect in the said 
stock, bonds, or other securities than as 
so stated by him. 

ETTA COHN, 
Business Manager. 

Sworn to and subscribed before me 
this 4th day of October, 1924. 

[ SEAL. ] BERTHA COHN, 


(My commission expires August, 1926.) 
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Catering to the 
Leisurely Woman 
Shopper's Browsing Desire. 

Pay particular attention to the 
leisurely customer, who drops in to 
“look around.” The things that at- 
tract her now, she does not see when 
she is in a hurry. Or, when first 
coming into the store, absorbed in 
the quest for a particular thing, she 
is blind to all else. But after her 
errand is accomplished, and on her 
way out, her mood may suddenly 
change. Her mind, discharged of 
its responsibility, is open for sug- 
gestions. 

Plan at least one table display near 
the front of the store made up of 
carefully chosen articles, such as an 
electric waffle-iron, a chafing dish, 
two or three percolators in different 
sizes and a few electric toilet acces- 
sories. Price tags and descriptive 
cards will intrigue the customer’s 
interest. An excellent idea is to 
group the articles together under a 
placard announcing “Special Sale,” 
or “Goods Recently Received.” 

It is important to remember that 
electrical devices are new to many 
people, especially women. They may 
be familiar with electric irons, per- 
colators and fans, but there are de- 
vices they may never have seen— 
radiant heaters, electric grids, im- 
mersion heaters, kitchen mixing and 
grinding units, a sewing machine 
motor, heating pads and the like. 

Women love to discover new 
things for themselves. Giving them 
an opportunity to browse around at 
their leisure results in frequent sales, 
especially if the label on the articles 
are explanatory and suggestive. 





Department of 
Commerce Announces 
New Export Trade Lists. 


The Department of Commerce 
has just announced the availability 
of a series of new trade lists of in- 
terest to exporters of hardware. 
These lists contain names and ad- 
dresses of importers and deal- 
ers in hardware in foreign coun- 
tries and may be had without 
charge upon application to any of 


the district or codperative offices of 
the Department of Commerce. 
The trade lists should be ordered 
by title and file number as follows: 
Bulgaria, NE—2012. 
Chile, LA—13020-B. 
Mexico, LA—30029-B. 
Philippine Islands, FE—25022-A 
Rumania, NE—1014. 
Sweden, EUR—12004-A. 





The foundation of business is 
confidence, which springs from in- 
tegrity, fair dealing, efficient service, 
and mutual benefit. Are these in- 
corporated into your personal curri- 
culum? 














Coming Conventions I 


National Hardware Association Con- 
vention, Atlantic City, New Jersey, Octo- 
ber 13, 14, 15, 16, 17, 1924. Hotel Head- 
quarters, Marlborough-Blenhein. T. J. 
Fernley, Secretary-Treasurer, 505 Arch 
Street, Philadelphia. 

American Hardware Manufacturers 
Association Convention, Atlantic City, 
New Jersey, October 14, 15, 16, 17, 1924. 
Hotel Headquarters, Marlborough-Blen- 
heim. F. D. Mitchell, Secretary-Treas- 
urer, 1819 Broadway, New York City. 

Mid-Year Meeting of the Nationa 
Warm Air Heating and Ventilating As- 
sociation and Dedication of the Warm 
Air Heating Research Residence, Ur- 
bana, Illinois, December 2, 1924. Allen 
W. Williams, Secretary, Columbus, 
Ohio. 

Western Retail Implement and Hard- 
ware Association Convention, Kansas 
City, Missouri, P seared 13, 14, 15, 1925. 
H. J. Hodge, Secretary, Abilene, Kan- 
sas. 

Kentucky Hardware and Implement 
Association Convention, Jefferson Coun- 
ty Armory, Louisville, week of January 
18, 1925. J. M. Stone, Secretary-Treas- 
urer, 200 Republic Building, Louisville. 

Texas Hardware and Implement As- 
sociation Convention, Dallas, Texas, Jan- 
uary 20, 21, 22, 1925. Dan Scoates, Sec- 
retary-Treasurer, College Station. 

West Virginia Hardware Association, 
Convention and Exhibition, Clarksburg, 
January 20 to 23, 1925. James B. Car- 
son, Secretary, 1001 Schwind Building, 
Dayton, Ohio. 

Missouri Retail Hardware Association, 
Convention and Exhibit, Hotel Statler, 
St. Louis, January 26 to 28, 1925. F. X. 
Becherer, Secretary, 5106 North Broad- 
way, St. Louis. 

Indiana Retail Hardware Association, 
Convention and Exhibit, Cadle Taber- 
nacle, Indianapolis, January 27 to 30, 
1925. G. F. Sheely, Secretary, 911 Meyer- 
Kiser Building, Indianapolis. 

Mountain States Retail Hardware As- 
sociation, Convention, Denver, Colorado, 
January 27 to 30, 1925. W. W. McAllis- 
ter, Secretary, P. O. Box 513, Boulder, 
Colorado. 

Indiana Sheet Metal Contractors’ As- 
sociation, Convention, Lafayette, Febru- 
ary (dates not decided). Leslie W. 
Beach, 1136 Main Street, Richmond. 
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Oklahoma Hardware and Implement 
Association Convention, Masonic Tem- 
ple, Oklahoma City, February 3, 4, 5, 
1925. Charles L. Unger, Secretary-Treas- 
urer, Oklahoma’ City. 


Nebraska Retail Hardware Associa- 
tion Convention and Exhibition, Omaha, 
February 3, 4, 5, 6, 1925. Convention 
headquarters, Rome Hotel. Exhibition, 
City Auditorium. George H. Dietz, Sec- 
retary, 414-419 Little Building, Lincoln. 


Wisconsin Retail Hardware Associa- 
tion Convention and Exhibition, Audi- 
torium, Milwaukee, February 4, 5, 6, 
1925. P. J. Jacobs, Secretary-Treasurer, 
Stevens Point. 


Ohio Hardware Association, Conven- 
tion and Exhibition, Columbus, Febru- 
ary 10 to 13, 1925. James B. Carson, 
Secretary, 1001 Schwind Building, Day- 
ton, Ohio. 


New York State Retail Hardware As- 
sociation Convention and Exposition, 
Buffalo, February 10, 11, 12, 13, 1925. 
Headquarters, Hotel Statler. Exposition 
at the Broadway Auditorium. ‘ John B. 
Foley, Secretary, City Bank Building, 
Syracuse. 

Iowa Retail Hardware Association, 
Convention, Savery Hotel; Exhibit, Ar- 
mory, Des Moines, February 10 to 13, 
1925. A. R. Sale, Secretary, Hardware 
Building, Mason City, Iowa. 


_North Dakota Retail Hardware Asso- 
ciation Convention (place not yet se- 
lected), February 11, 12, 13, 1925. C. N. 
Barnes, Secretary, Grand Forks. 

Montana Implement and Hardware 
Association Convention, Helena, Febru- 
ary 13, 14, 1925. A. C. Talmage, Sec- 
retary-Treasurer, Bozeman. 

Pennsylvania and Atlantic Seaboard 
Hardware Association Convention and 
Exhibition, February 16 to 20, 1925, at 
Philadelphia Commercial Museum. 
Sharon E. Jones, Secretary, 604 Wesley 
Building, Philadelphia. 

Illinois Retail Hardware Association 
Convention and Exhibit, Hotel Sherman, 
Chicago, February 17 to 19, 1925. Leon 
D. Nish, Elgin, Illinois, Secretary. 

Minnesota Retail Hardware Associa- 
tion Convention, St. Paul Auditorium, 
St. Paul, February 17, 18, 19, 20, 1925. 
C. H. Casey, Secretary, Nicollet Avenue 
and Twenty-fourth Street, Minneapolis. 

New England Hardware Dealers’ As- 
sociation Convention and Exhibition, Me- 
chanics’ Building, Boston, Massachusetts, 
February 23, 24, 25, 1925. George A. 
Fiel, Secretary, 10 High Street, Boston. 

South Dakota Retail Hardware Asso- 
ciation, Exhibit, Coliseum, Sioux Falls, 
February 24 to 27, 1925. C. H. Casey, 
Secretary, Nicollet Avenue and 24th 
Street, Minneapolis, Minnesota. 

Michigan Retail Hardware Associa- 
tion Convention, Grand Rapids, Febru- 
ary 24, 25, 26, 27, 1925. Hotel headquar- 
ters, Hotel Pantlind. A. J. Scott, Sec- 
retary, Marine City. 

Southeastern Retail Hardware Asso- 
ciation Convention and Exhibition, Bir- 
mingham, Alabama, May, 1925. Walter 
Harlan, Secretary-Treasurer, 701 Grand 
Theater Building, Atlanta, Georgia. 

Arkansas Retail Hardware Associa- 
tion Convention, Little Rock, May, 1925. 
L. P. Biggs, Secretary, 815-816 Southern 
Trust Building, Little Rock. 

National Retail Hardware Association, 
Philadelphia, June, 1925. H. P. Sheets, 
Secretary, Indianapolis. 

National Association of Sheet Metal 
Contractors, Atlanta, Georgia, June, 1925. 
E. L. Seabrook, Secretary, 608 East 
Chestnut Street, Philadelphia, Pennsyl- 
vania. 
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How Auburn Hardware Pushes the Sale of Its 


Ranges at Auburn, Indiana. 


Economy of Coal and Elimination of Doctors’ Bills Big 
Features of the Advertisement Which Make It Pull. 


economically as possible by placing 
in the man’s home an article which 
will facilitate carrying out the terms 
of the agreement. 


VERY business transaction im- 
plies a service to the party of 
the second part and a compensating 
reward to the party of the first part. 
The Auburn Hardware Company 
in making their appeal offer to go 
still farther in their agreement, as 
shown by the accompanying adver- 
tisement taken from the Auburn, 
Indiana, Star. They offer to do the 
job without making smoke, soot or 
dirt. 
In addition to this, they tell why 
their stove gives off a steady heat 


In advertising a stove the stove 
merchant offers more than the sim- 
ple transference of so many pounds 
of cast iron to the ownership of 
some person for a consideration in 
the most convenient medium of ex- 
change. Hypothetically he offers to 
heat the man’s home throughout a 
period of years during inclement 
weather. This he agrees to do as 
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The 
Hot Blast Air Tight Florence 
Burning soft coal will heat three times more space, at one-quar- 





ter the cost, than any other heating stove with the same size 


firepot. 

Why? 
Because the damper back of the firepot burns the cheapest soft con! 
or screenings and all the smoke and soot withthe same regularity 
and cleanliness as the burning of 
ga8, producing a steady heatday and 
night. 


No Smoke! No Soot! 
No Dirt! 


TWO TONS out of every THREE TONS 
of soft coal are WASTED in all heating 
stoves constructed without a damper 
back of the firepot. Besides the offense 
inside and outside the house from the 
accumulation of soot. 










AOE HOSES HOES EEEEESE SHE SEOEEEE® 


The Florence makes its own gas and 
burns it and makes its own coke and 
burns It. 


o-eeeees 


Steady heat day anc night when the 
weather is 20 below zero. The medium 
size holds fire 3: days and 3 nights with 
one filling, other sizes in proportion. 


The Florence is an investment. It pays 
for itself every two years in the saying 
of coal. In zero weather it will pay for 
itself the first season in the saving of 
doctor bills by eliminating irregular heat. 


AUBURN HARDWARE 


“We Have Ie” 
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Stove Advertisement Appearing in the Auburn, Indiana, Star. 
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night and day. 

Care should be exercised when 
writing advertisements to see that 
the ad says what you want it to 
say. In the paragraph under the 
heading “Why?” ther is a slight in- 
accuracy in diction. The damper 
back of the fire pot does not burn 
any coal at all. The coal is all 
burned in the fire pot. , 

What the writers of the ad eyj- 
dently meant to say was that the 
damper back of the fire pot assisted 
the combustion in such a way as to 
make possible the burning of cheap 
coal or screenings in the stove. 

The ad is very good, however, 
with the exception of the correction 
noted. 


Sill Stove Works, 
Roches:.1. Changes 
Its Cor; .,ate Name. 

The Sill Stove: Works, Rochester, 
New York, makers of combination 
gas ranges and warm air furnaces, 
has c! .aged its name to the Sterling 
Range and Furnace Corporation. 


How the Successful Man 
Views the “Luck” Theory. 

Luck is not an efficiency principle. 
The luck theory is an example of 
the importance of right thinking. 

Good luck is a matter of law. No 
man or woman succeeds who does 
not consciously or unconsciously 
obey the natural law. 

The man who succeeds is called 
lucky. That is but a half truth. He 
swims with the tide of the law. He 
has been started right. 

The man who was born lucky and 
finds out why, is a genius like Pad- 
erewski, instead of a natural mu- 
sical prodigy like Blind Tom. 

The man who neither swims with 
the tide, nor knows there is a tide, 
is our familiar form of failure. 

Success does not happen, neither 
does failure. Both are the results 
of the laws as rigid as those of the 
Medes and Persians. 


Controversies will, where possi- 
ble, be adjusted by voluntary agree- 
ment or impartial arbitration. 
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Construct Your Advertisements So That They Properly 


And Adequately Represent Your Products. 


Make Them Tell The Truth And 
Thus Build Good Will For The Store. 


NOWLEDGE of the market 
K you wish to reach is the 
foundation of intelligent advertis- 
ing. 

True! There would be no point 
in aiming a rifle into the air and 
pulling the trigger. You could aim 
at nothing and you would hit noth- 
ing. No one could possibly benefit 
from such a useless waste of energy. 


ridges may have some difficulty in 
hitting their mark. 

The only way that a headline of 
the type shown has much power is 
when the ad is aiming to tie up with 
national advertising done under the 
name “Old English.” 

A suggestion would be to extoll 
the advantages of the floor polish. 

The free offer and the price are 


























OLD. ENGLISH 
Waxer-Polisher 


OSBORNE’S 
OSBORNE HARDWARE. 
245 High Street 


The new quick way to wax 
and polish Floors— 


The Old English Waxer-Pol- 
isher Waxes and Polishes 
Floors in the Quickest and 
Easiest Manner. 


You will find it your best 
household helps in keeping 
floors Bright and Shiny. 


$3.90 





FREE—1 can of Old Eng- 
lish Wax and 1 can of Old 
English Cleaner with each 
Waxer-Polisher. 





co. 








On the other hand, if you knew 
all about the target, but had an old 
rattle trap of a gun to shoot with, 
you would run a good chance of 
missing the target. 

The accompanying advertisement 
of Osborne’s taken from the Hol- 
yoke, Massachusetts, Telegraph, i 
a fairly good rifle, although the bar- 
rell is a little rusty and the cart- 





good features of the advertisement. 
The former introduces the customer 
into the use of Old English Cleaner, 
thus forming a habit which will 
produce repeat orders. 

The original ad was of the size 
shown. 

ok * 

The accompanying advertisement 

was taken from the /ronwood, Mich- 


igan, Globe. 

It is our opinion that in ads of 
this nature the amount of the dis- 
count should be given in terms of 
dollars and cents for the simple rea- 
son that it is more intelligible than 


| ROASTER SALE 
20% OFF 


For the balance of this week we offer our line of high 
grade roasters at discounts of 20% off. You'll need a big 
| roaster for that Thankagiving turkey. So better take ad- 
centage of this selling event. Sale includes such high grade 
roasters as 


- Lisks Self Basting Enamel Roasters 


(IN ALL SIZES) 


Steel Black Beauty Roasters 
Round and Oval Aluminum Roasters 








san GI & CHRISTEN. nan 


yo ol QUALITY x 
HARDWARE ee 
TEL.767 HURLEY. 














in per centums. A 20 per cent dis- 
count is quite a large reduction and 
one that would show up larger given 
in monetary terms. 

An illustration would have helped 
the pulling power of the ad a great 
deal. 

Knowing When, Where 
and How to Advertise. 

Advertising is a scientific method 
of bringing buyer and seller to- 
gether. While walking along one 
of the streets in Chicago, my atten- 
tion was attracted to the city license 
plate of a Miami, Florida, autcmo- 
bile. The designers of that plate 
used excellent foresight and hind- 
for that matter. The 
plate read: “It is always June in 
Miami, Florida.” 

That’s advertising in its 
sense. 


The city, 


sight, too, 


true 


in issuing its local li- 
cense plates, could have inscribed 
the words, “Miami, Florida,” on the 
plate and let it go at that. 
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Business Sentiment Becomes Cheerful as Purchasing Power 


Expands—Diminishing Stocks Also an Important Factor. 


Gold Imports Are Ceasing and Trade Ex- 
pands—Non-Ferrous Metal Prices Stronger. 


HEERFUL reports from vari- 

ous industries occupied impor- 
tant place in the market news. In 
particular, the steady recovery in 
the steel industry was noted. Re- 
ports from the automobile industry 
and the railroads also were good. 

The country’s steel production in 
September was 2,814,996 tons, 
marking an increase of more than 
10 per cent over the August daily 
rate and a gain of more than 60 per 
cent over July, the low point of the 
year. Production for the’ nine 
months ended with September was 
26,874,941 tons, a decrease of 26 
per cent from the corresponding pe- 
riod in 1923, when the industry was 
operating full blast. 

“October has shown some gains 
in new business over the first week 
of September,” the /ron Age says. 
“Operations for the whole industry 
are slightly under 60 per cent. Chi- 
cago mills give the best reports con- 
cerning current bookings. 

“Reports of possible steel mer- 
gers have been plentiful. While it 
is doubted actual negotiations have 
started, there is no question of the 
serious purpose of a number of im- 
portant companies to parallel the ad- 
vantage of the Steel Corporation in 
having in different districts great 
plants from which a variety of fin- 
ished products can be shipped with 
minimum hauls to consumers’ 
works.” 

Industrial news again was con- 
structive on Friday, October 10. 
Further improvement in Illinois was 
reported by the state department of 
labor. There was a small increase 
in employment during September, 
despite the fact that Chicago showed 
a decrease. 

Thirty-five of the fifty-six princi- 
pal manufacturing industries had 
more workers than in August. This 
is the largest number to record ex- 
pansion since February. Although 


the gain in employment was less 
than 1 per cent, the trend of wages 
was definitely upward. Wages paid 
during the week ended September 
15 were nearly 3 per cent larger 
than those paid on August 15. Still, 
employment is nearly 15 per cent be- 
low a year ago and is 2.7 per cent 
below two years ago. 

Easy money conditions are re- 
flected in the weekly report of the 
reserve system. The member banks 
increased their reserve credits at the 
reserve banks by $61,587,000, while 
government deposits decline $18,- 
996,000. 

The resulant increase of $41,- 
549,000 in total deposits was 
promptly invested, the reserve banks 
increasing bills bought in the open 
market by $37,131,000 and govern- 
ment securities by $5,264,000. Thus 
earning assets expanded $41,782,- 


000. 


Copper. 

Copper sold down to 12.87% 
cents, delivered Connecticut, last 
week, for prompt and November 
deliveries, but on a firmer London 
market and higher bids for f. a. s. 
copper by dealers, the lost ground 
was recovered and the market 
opened October 6 at 13.00 cents. 

With the rise to 13.00 cents, do- 
mestic consumers inquired for a fair 
aggregate tonnage and bought at 
that level. 

Tin. 

Trading was slack Wednesday 
morning and while one or two sales 
of future Straits were reported at 
49.75 cents the offerings at this 
price exceeded demand. 

On the Metal Exchange 50 tons 
of June-July shipment, equivalent to 
October delivery New York, were 
sold at 49.50 cents after which 
49.3714 was bid against offers at 
49.60 cents. 

Wednesday afternoon the de- 


mand was a little more brisk and 
business has been done at 4850 
cents for prompts, 48.6214 cents to 
48.75 cents for futures. 


Lead. 


Lead prices stiffened to 7.82y, 
cents, East St. Louis, the past week, 
in a quiet market. 

There has been little buying of 
lead for nearly two months, so that 
a renewed buying movement is ex- 
pected soon. In the east, the open 
market has held at 8.00 cents, duty 
paid, the official contract price of 
the American Smelting and Refin- 


Zinc. 


Though the market is dull the 
tone is firm. Domestic buying inter- 
est reported Wednesday is very 
slight, but this is offset by sellers’ 
indifference at present figures, the 
producers preferring to wait for a 
better market and evidently able to 
carry their stocks. 

European inquiry is still reported, 
and some also from Japan. The lat- 
ter market has been obtaining its 
supplies mostly from Canada, and 
the inquiries may indicate necessity 
of coming here for them. 


Solder. 

Chicago warehouse prices on sol- 
der are as follows: Warranted, 
50-50, $30.75; Commercial, 45-55, 
$30.00, and Plumbers’, $28.75, all 
per 100 pounds. 


Wire and Nails. 


Consumers of wire and wire 
products at Chicago are showing 
less hesitancy in placing their busi- 
ness and western delivered prices are 
generally said to be the equivalent of 
Joliet or Waukegan plus freight to 
point of consumption. 

The maker at Peoria, Illinois, de- 
nies it has been quoting on wire 
nails for delivery in St. Louis, thé 
same price f. o. b. Peoria as the 
leading maker has been making 
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f. o. b. Joliet. The basis of the 
western market is 2.60 cents, base 
Joliet and Waukegan, for plain wire 
and 2.85 cents, base Joliet and Wau- 
kegan, for wire nails with a deliv- 
ered Chicago price of 2.65 cents on 
wire and 2.90 cents on nails. 


Bolts and Nuts. 

Some makers of bolts and nuts at 
Chicago feared that the rush of 
third quarter specifications before 
higher prices obtained for last quar- 
ter would be followed by a slowing 
up in business, but the volume of 
orders has not diminished. 

One maker has fourth quarter 
contracts in from practically all of 
its regular trade. Demand is espe- 
cially good from manufacturers of 
road building machinery and stoves. 
It is claimed that higher prices on 
the basis of 60 and 10 off for large 
machine bolts have met general ac- 
ceptance. 


Sheets. 


Delivered 
western territory figure back in 
practically every instance to the In- 
diana Harbor-Gary base, which is 
2.80 cents, for the blue annealed, 
470 cents for galvanized and 3.60 
for black. 

Chicago delivered prices are 0.05 
cents higher. Some eastern sheet 
makers are making their delivered 
prices in the west the equivalent of 
the leading maker’s delivered prices 
in order to retain their trade pend- 
ing the gaining of a clearer insight 
into the future. 

It is reported that the leading 
maker, which is booked up fairly 
well ahead on some sizes, is offering 
to take business in these sizes for 
delivery in rotation or to ship im- 
mediately from Pittsburgh. 

Sheet mill operations have gained 
decidedly since the abolition of 
Pittsburgh plus. 


Tin Plate. 


As nearly as can be estimated, 
production of tin plate in the first 
nine months of this year was ap- 
proximately the same as production 
in the same period of last year. 

This would make a prospect that 
production in the present calendar 
year will hardly come up to the 


prices on sheets in 


record, for the operating outlook 
for the fourth quarter is only a fair 
one. 

Last year’s production, which 
fell just a trifle short of the record, 
made in 1917, was about 35,000,000 
base boxes, with approximately the 
same production in each quarter, an 
unusual record, as ordinarily pro- 
duction is much heavier in the first 
half than in the second half. 


The market is reported firm all 
along the line. Prices in the west 
are lower, owing to the establish- 
ment recently of a Chicago base. 
The Pittsburgh district price is 
$5.50, which means $5.50 f. o. b. 
Pittsburgh district mill for shipment 
outside, while for delivery in the 
Pittsburgh district there is a uni- 
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form charge of 5 cents per 100 
pounds. The western base is $5.60, 
f. o. b. Gary or Elwood, with 5 
cents for carload delivery into Chi- 
cago. 


Old Metals.’ 


Wholesale quotations in the Chi- 
cago district, which should be con- 
sidered as nominal, are as follows: 
Old steel axles, $18.50 to $19.00; 
old iron axles, $24.50 to $25.50; 
steel springs, $20.00 to $20.50; No. 
1 wrought iron, $14.50 to $15.00; 
No. 1 cast, $16.00 to $16.50, all per 
net tons. Prices for non-ferrous 
metals are quoted as follows, per 
pound: Light copper, 8 cents; 
light brass, 5 cents; lead, 6 cents; 
zinc, 34% cents, and cast aluminum, 
15 cents. 


Pig Iron Market Slow at Pittsburgh—Some 


Foundries Are Increasing Their Commitments. 


No. 2 Foundry Is at $19.50 to $20.00, 
Pittsburgh—Chicago Price at $20.50, Furnace. 


HE pig iron market is lifeless 

at Pittsburgh in regard to new 
business. Single carload or 100-ton 
inquiries and sales now are rare. A 
few were noted in the past week. 

Foundry iron is $19.50 to $20.00, 
valley base, for the No. 2 grade. A 
few low phosphorus and charcoal 
iron orders were placed, the former 
at $27.00 to $28.00, valley. 

Shipments of northern iron con- 
tinue much better than sales. Ex- 
cept for an inquiry for 5,000 tons 
of foundry and malleable iron for 
last and first quarters delivery to a 
western Illinois foundry, no out- 
standing business has developed. 

A number of foundries are in- 
creasing commitments for the last 
quarter, but these largely are con- 
fined to several hundred tons. 

A slight feeling of uncertainty is 
pervading the market, believed due 
to the approach of election. 

Furnaces are less active in push- 
ing sales, and are more content to 
accept business offered them. One 
steel making interest continues to 
ask $21.00, but other sellers quote 
$20.50, furnace. A Sheffield maker 


is quoting $22.18, delivered in the 
Chicago district. The Birmingham 
minimum is claimed to be $17.50. 

Considerable pig iron has been 
sold for delivery during the last 
quarter by southern furnace inter- 
ests. 

New business is in small lots, but 
the aggregate of sales is above the 
output. There is positive assurance 
that not only will the entire prob- 
able make at the present rate be sold 
and delivered for the next 90 days, 
but that there will be need for draw- 
ing on the surplus stock of iron now 
amounting to 80,000 tons. 

Business for the first quarter has 
been refused. Furnace interests look 
forward to better prices before the 
expiration of the present month. 
The local consuming situation shows 
decided improvement. More shops 
are in full operation than for some 
time. 


“Make it snappy” may be good 
advice in squad drill, but as a rule 
governing telephone conversation it 
is about as suitable as it would be 
in directing pallbearers in action. 

















Chicago Warehouse Prices on Hardware and Metals. 


AMERICAN ARTISAN AND HARDWARE RECORD 


is the only 


publication containing Western Hardware and Metal prices corrected weekly, 





PIG IRON. 

Chicago Foundry .......... $20 50 

ae weenie Fay. 
iaapewoeedenned 3 51 to 26 01 
=e Superior Charcoal.... 29 04 
Malleable ......... evesesoe OO OO 

FIRST mart BRIGHT 
N PLATES. 
Ic 20x28 = sheets 25 80 
Ix BOMBS. cc cccccccs 27 26 
IxxX 20x28 66 sheets 15 35 
IxxxX BEB cccccccees 36 6 
IxXxxxX bierssnkeos 17 66 
TERNE PLATES 

Per Box 
IC 20x28, 40-Ib. 112 sheets = 10 
IX 20x28, 40-lb. 8 00 
IC 20x28, 30-lb. “ - 3 30 
IX 20x28, 30-lb. “* - 24 20 
IC 20x28, 25-lb. “ as 20 30 
TX 20x28, 25-lb. “* ne 23 20 
aC 20x28, 20-Ib. “ 186 17 80 
IV 20x28, 20-lb. “ - 20 65 
IC 20x28, 15-lb. “ * 16 55 
IC 20x28, 12-lb. “ i 15 25 
IC 20x28, 8-lb. “ as 13 565 


COKE PLATES. 


Cokes, 80 Ibs., base, 20x28.$12 70 
Cokes, 90 lbs., base, 20x28. 12 95 
Cokes, 100 Ibs., base, 20x28. 13 25 
Cokes, 107 Ibs., a ” 

20x coe 83 60 


SS eee oseeenegs - 10 65 


BLUE ANNEALED SHEETS. 
Base 36 Gh. oscce per 100 Ibs. 3 80 


ONE PASS COLD ROLLED 
BLACK. 





vesewed per.100 Ibs. $4 30 
vod ene per100 lbs. 4 35 
--++-per100 lbs. 4 40 
caenee per 100 lbs. 4 45 
PEO ORS per100lbs. 4 50 
WO, Be cccce -.+-Per100 lbs. 4 60 
GALVANIZED. 
A e—OEeaEeee per 100 lbs. $4 75 
Be BOD. ccccce per100Ibs. 4 90 
No, 22-24.......per100Ilbs. 5 06 
No Ds 0ececesee per100lbs. 6 20 
Be Bhecces --+--per 100 lbs. §& 35 
i Scerdéoeatd per100 lbs. 5 50 
WO, Te cccvcvecs Per 100 lbs. 6 00 
BAR SOLDER. 
ted. 
I ie a tc per 100 Ibs. 30 75 
Commercial. 
.. —?>— per 100 Ibs. 30 00 
Plumbers ..... per 100 lbs. 28 75 
ZINC. 
RS ee eee ae 7 25 
SHEET ZINC, 

Cask Lots CORO TG). cceces 11 50 
DEG: 9 Twsetesetcedu eenee 11 85 
BRASS. 

Sheets, Chicago base. 1T%c 
EE acdc ted Sikes 16%c 
Tubing, ‘benaed WRG. Me ocees 24%c 
Se SE esecess Fer T%c 
Se. SE Saeeaesensaaeeana 14%c 
COPPER. 

Sheets, Chicago base....... 19%c 
i? Mn tesexcceten ead eadid 19%c 


Tubing, seamless Bey ree 22%c 
Wire, No.9 &10B.&8S.G 


eeccccecccces Toe a er a she 


LEAD. 
eae Pig 


Wire, No. 11, 


Sheet. 
Full Coils ....per 100 Ibs. 12 15 


Cut Coils --Per 100 Ibs. 12 40 
TIN. 
. f eee per 100 ibs. 54 25 


\ ee . eee per 100 Ibs. 55 25 


HARDWARE, SHEET 
METAL _ SUPPLIES, 
WARM AIR FURNACE 


FITTINGS AND ACCES.- 
SORIES. 
ADZES. 
“Barton's ecccccccccsecccoce Net 
WHITES 2. ccccccccece Sneoene Net 
AMMUNITION. 
Shells, Loaded. 


Peters 
Loaded with Black Powder 18% 
Loaded with Smokeless 
POWGEr .nccccccccccccecs 18% 
Winchester. 
Smokeless Repeater 


Grade ...ccceceeee ++. 30 & 4% 
Smokeless Leader 

eagecesoosecoes 20 & 4% 

Black ‘Powder socewces 20& 4% 

Nitro cru eauapeanhadl 20 & 1% 

BUOW ccccvecesceecs -+-20& 4% 

New Club ...-+-++-+++ & 4% 

Gun Wads—p 


er 1000, 
Winchester T- 8 gauge 10&7%° 
9-10 gauge 10&7% % 


aa 11-28 gauge 10&7%% 
ASBESTOS. 

Paper up to ves ee 6c per Ib. 

Rollboard ..... %c per Ib. 


Millboard 3/32 to” im nee -6c per Ib. 
Corrugated Paper = 
sq. ft. to roll). 6. 00 per roll 


AUGERS. 

Boring Machine ........ 40&10% 
Carpenter’s Nut ..........ee% 50 
Hollow. 

Stearns, No. 4, doz......$11 50 
Post Hole. 

a Post Hole gas we 35% 

Vaughan’s, 4 to 9 $15 6 

AXES. 


First Quality, Single 
Bitted (unhandled), 3 to 
4 lb., per doz.........$14 00 
Gcod Quality, Single 
Bitted, same weight, per 


ee 00 
BARS, CROW. 

Steel, 4 ft., 10 IWecceccceccee$ 80 

Steel, 5 ft., 18 Ib.......--- - 1 40 
Pinch Bars, 

5% ft., 24 Ib..... seneenees 1 60 

BARS, WKECKING. 

VV. & Bo. Me. 18..cccccccces $0 30 

V. & B. NO. 36. .cccccccees 42 

Vv. & B No. 324...... re 

Vv. & B. No. 30.. wee 0 48 

V. & B. No. 380........... 0 63 

BITS. 


All Vaughan and Bushnell. 
Screw Driver, No. 30, each $ 30 
Screw Driver, No. . each 18 
Reamer, No. 80, each..... 45 
Reamer, No. 100, each.... 45 
Ceuntersink, No. 13, each... 23 
Countersink, Nos, 14-15, each 30 


BLADES, SAW. 
ood. 
Atkins 30-in. 


Nos. ...+-- 40 26 
$8 90 $9 45 $5 40 


BLOCKS. 
Wooden ........- nésoeesseud 45% 
Patent cccccccccccccceccscece 45% 
BLOW TORCHES (See Firepots). 
BOARDS. 
Stove. Per Doz. 
Cryatal, S87 ..rcccccccece $23 90 
Wash, 
No. 760, Banner Globe 
a gle -++-per doz. $6 25 


e) e 
soe, Banner Glo be 
we ed e@) .......perdoz. 6 75 
No. 801, Brass King, 
rdoz. 8 25 
No. 860," Singie—Piain 
SUD 9 avese 60 e6000eee% 6 265 


BOLTS. 

rriage. 

Small, roll thread....50-10-5% 

Small-and Large cut 

a, ere seccecese 50-5% 
Machine. 

Small, roll thread....... 60-5% 

Small, cut thread..... 50-10-5% 
BE. deWanddeceneesean ~..70-5% 

BRACES, RATCHET. 


V. & B. No. 444, 8 in......$4 54 
V. & B. No. 222, 8 in...... 3 89 
Vv. & B. No. 111, 8 in...... 3 55 


Vv. & B. No. 11, 8 in...,.. 3 03 
BRUSHES. 

Hot Air Pipe Cleaning. 

Bristle, with handle, each $0 85 

Flue Cleaning. 

Steel Oaly, “each beasedooed $1 25 
BURRS. 

Copper Burrs only........ 40-10% 
BUTTS. 

Steel, antique copper or dull 
brass finish—case lots— 
teaebedi sal dozen pairs $2 76 
BBsccses - bi 4 20 


Heavy Bevel steel inside sets, 
case lots— 
ae AE per dozen sets 7 00 


Steel bit keyed front door 
ek, Ge needecccesusoes 1 90 

Wrought brass bit keyed 
front door sets, each..... 3 26 

Cylinder front door sets, 
GHG bei ccecvcecteseseves 7 50 


CEMENT, FURNACE. 


American Seal, 5 lb. cans, net$ 45 
50-lb. cans, “ 90 
25 lb. cans, “ 2 00 
Asbestos, 5 Ib. cans, net. 45 
POGSTR cccvcecsece per 100 Ibs. 7 61 


“ “os 


CHAINS. 


% in. proof coil chain, per 
reer $8 50 
American eoil chain....40 & 10% 


CHIMNEY TOPS. 
~~ 4 s Complete Rev. & 


__ TTT -30% 
mm. Iron Mountain oniy. Re 
Standard ...... junewew 30 to 40% 

CHISELS. 
Cold, 


Vv. & B. No. 26, 
V. & B. No. 25, 


oe Point. 
& B. No. 55, % in.... 0 38 
v. & B. No. 55, % in.... 0 45 


Firmer Bevelled, 


Round Nose. 
V. & B. No, 66, 


% in., ea. $0 26 
% in., ea, 38 


% in..... 0 33 


V. & B. No. 65, % in..... 0 45 
Socket Firmer. 
Cape. 
V. & B. No.  . 2 yee 0 31 
¥% &@ DB Re CR DH Beecce 0 62 


CHUCKS, DRILL. 
Goodell’s, for Core Screw 


Drivers . List less 35-40% 
Yankee, for * Yankee Screw 
FEUD abcevcevereesees ee 
LAMPS. 
Adjeste 
No. tae ‘Door Srenemns 
Me. sswteccoceeeus --$22 00 
Carpenter’s. 
Steel Bar..List price plus 20% 


Hose. 
—— brass, %-inch 
7 Ph sedeadeus owas -$0 48 
Déuble, brass, % -inch, per 
doz. mae ae 


CLINKER TONGS, 


Front Rank, each......... 1 75 
Pa ME: 6eebseeneneeéee 8 00 


—_——__ 


CLIPS, 
Damper. 
— with tail pieces, 
MW. aseduseccaencas 1% 
wen” Rivet tail pieces, 
OOP GOR, scccviscccoosaan %6 
COPPERS—Soldering. 
3 Ib. nd hes i 
an eavier... Der, Ib. 
BU Te secceccsveseces rt 
2 > “eseshdenace ones - te 
BMH Be ccceccccsceveces a 
1 De sanccnnckssseees o bw 
CORD. 


No. 7 Std. per doz. banks. ae | 30 
No. 8 1 16 


CORNICE BRAKES. 
Chisago Steel jpenting. 


Beem. EB UD Gils weccccesessss 10% 
COUPLING HOSE, 
BNOED ccccsccsscs --Per doz. $2 20 
CUT-OFFS. 


Kuehn’s Korrekt Kutoffs: 
Galv., plain, round or cor. rd. 


Standard gauge ........... 40% 
SS GOUBO «ccccccecs oecocnces 10% 
DAMPERS. 
“Yankee” Hot Air. 
7 inch, each 20c, doz...... $1 76 
s - ~ ah “eee 2 40 
9 wot 528 ak <s¢ees 2 76 
10 - ~ 2 * neeses 3 00 
Smoke Pipe. 
T GR, GR. oc ccccoceecces $ 36 
- = cpp gineee ma waded 40 
9 “0 © 6gelecuncesenent 50 
10 “ 7 6ehneeeessenese ° 60 
12 = T 6g6eceeedecneene 90 
Reversible Check. 
BS ORG, Gc ccccccencccoss $1 50 
9 ” 00600660600 0080 1 70 
DIGGERS. 


Post Hole. 


Iwan’s Split Handle 
(Eureka) 
4-ft. Handle..per doz. $14 00 
7-ft. Handle..per doz. 36 00 


Iwan’s Hercules pattern, 
DOF GOB. cccccccccccccss 14 90 


DRILLS, 
Vv. & B. Star, 12-inch — 
%, — one % each....$ 27 


Th GO cecescessscecess 38 
1, GOGM ccccoccceccesecces 67 
1%, GOO cccccccccccceese 85 
Vv. & B. Star, 18-inch Length. 
MH, GRO ccccccccccccccces $ 36 
The GRE ccccvceccons aeeen 47 
E, GBGR coccccccsccessces 72 
EM, GRO ccccccecesececss 1 10 


EAVES TROUGH. 


MAICOP .cccccccccceccccccess 
Galv. Crimpedge, crated. .75-5% 


ELBOWS—Conductor Pipe. 


BDEMGSE ccciccecescoecoscses 
Galv., plain or corrugated, 
round flat. 
Crimp, Std. gauge........- 65% 
26 GauSe ..ccccccccscees 40% 
24 Gauge ...... ere 10% 
Square Corrugated. 
MUCOP .ccccccccccccccsccce 
Standard gauge ..........50% 
26 gauge ..... jeasaceeen nel 


Portico Elbows. 


Standard Gauge Conductor Pipe, 
plain or corrugated. 

Not nested 

Nested solid ........+++ 70 & 5% 


ELBOWS—Stove Pipe. 
l-piece Corrugated. Uniterm. 


56-inch cveeuseenen “0 
6-inch Ty 
7-inch 2 00 


eeeeeee 






Tere ee eee ee eee eee, 


Special Corrugated. 


Doz. 
6-inch seteccseesececeseese Gh 36 
PEE sennenss iiieebcedaans Ga 
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